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FOR APOSTLES... 


their own reward | 


The life insurance business has many 
outstanding “apostles,” They are 
the salesmen whose efforts are de- 
voted to €ncouraging financial se. 
curity for millions of : 
families. We wanted to be 
apostles had the same 
themselves, 


“DEAR EDITOR ~" 


For the past year and a half we've been 
in regular communication with the 
nation’s editors and newspapermen 
through our advertisements in three 
journalistic trade publications .. . Editor 
& Publisher, The National Publisher, 
and The Publishers’ Auxiliary. Two 
typical messages are reproduced here. 











American 
Sure these 
Security 


Now we've added an Insurance 
Benefit Plan for our salesmen. The 
Plan includes life insurance a 
cident and Sickness benefits ni 
hospitalization allowance and wr 
Bical fees. The Cost of the new Plan 


8 shared by the Compa 
n 
, é Y and the 


The ads are not designed to sell life in- 
surance, but rather, they have a public 
relations objective. They inform news- 
papermen of Mutual Life's efforts to 
offer an ever-improving life insurance 
service to policyholders and the public. 


So we developed the Mutual Life. 
time Compensation Plan, which 
pastas: Our salesmen a Steadily in. 
creasing income for a level volume 
of Production, With no additional 
Cost to Policyholders, The Lifetime 

Plan also Provides a libe 
ment income, 











Tal retire. 
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Because editors and newspapermen 
have such an influence on the opinions 
of other people, we believe that keeping 
them up-to-date on Mutual Life develop- 


We Slew a Dragon! 


For some time, we've been doing 
battle with a mythical dragon. And 
we're glad it’s dead, because it 
plagued our policyholders for years. 
There was an old tradition in the 
life: insurance business that when- 
ever a policyholder wished to report 
a change in status, a notarized sig- 
nature was required. If he changed 
his occupation, lost his policy, as- 
signed it for a loan. .. for any one 
of a hundred reasons, the policy- 
holder was forced to seek out a 
Notary Public, to witness and at- 
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test his signature, before the Com- 
pany would recognize the change. 
Four years ago, we decided to rid 
our policyholders of this annoying 
procedure. Gradually we whittled 
away at the number of noterise- 
tions required, until today there is 
not a single situation in which a 
Mutual Life policyholder, or his 
beneficiary, must submit a nota- 
rized statement. 
We feel sure our policyholders 
are pleased; and as for us... we are 
looking for another dragon to slay! 





ments is an important part of a sound 
public relations program. 
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Our 2nd Century of Service 
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GRAPH SHOWS THE GROWTH OF ORDINARY LIFE INSURANCE 
IN FORCE (IN BILLIONS OF DOLLARS) WITH LEADING LIFE 
\INSURANCE COMPANIES DURING 1937 AND THROUGH 1946 








THE BELL! 


THE TOP LINE of the chart shows the 
score of the ten leading insurance com- 
panies that have consistently advertised 
in The Saturday Evening Post. 

It’s a clear indication that Post ad- 


vertising pays off. Successful insurance 


companies have found that... 


: 


p> Advertisements in the Post reach the 
best prospects—the people whose 
education and income are well above 
average. 


board 
each 
L.LA. 
nate 
The 
Traini 
Orr, 
Coffin 


p> Advertisements in the Post get 
attention. People like to read ads in 
the Post—far more than in any other 
magazine. 























1944 


For this ten-year period the growth of ordinary life 


insurance in force among the ten consistent Post insur- 





ance advertisers has been almost three times as 





great as that of the fifteen irregular or non-advertisers. 


It pays to have the Post 








pave the way 


P n 
THE NATIONAL UNDERWRITER Life Insurance Edition. Published weekly by The National Underwriter Company, Office of Publication, 175 W. Jackson Blvd., Chicago, 1, U. S. A. a yest peny 
No. 36, Friday, September 5, 1947. $5.00 per year (Canada $6.00). 20 cents per copy. Entered as second-class matter June 9, 1900, at the post office at Chicago, IIl., under act of March 3, 1879. 


ist yet 
79 


LIFE 
INSURANCE 
EDITION 


FeNATIONAL 


UNDERWI 





SEPTEMBER 5, 1947 
5Ist Year. No. 36 





Orr Heads New 
life Underwriter 
Iraining Council 


Intermediate Training 
Group Presents First 
Courses This Fall 


The Life Underwriter Training Coun- 
cil is the designation for the govern- 
ing body of the institutional program 
of agent education and training. Clifford 
H. Orr, general agent National of Ver- 
mont, Philadelphia, 
was elected chair- 
man at the first 
meeting. De: 

The council is an 
independent na- 
tional organization 
with headquarters 
in New York City 
established and fi- 
nanced by Ameri- 
can Life Conven- 
tion, Life Insur- 
ance Assn. of 
America, Ppa In- 
surance Agency |. : 
Management Assn. © 1 G- Zalinskt 
and the National Assn. of Life Under- 
writers. It is governed by an eight man 
board to which the A.L.C. and L.I.A.A. 
each appoint one member and_ the 
L.ILA.M.A. and N.A.L.U. each desig- 
nate three members. 

The officers of the Life Underwriter 
Training Council in addition to Mr. 
Orr, are: Vice-chairman, Vincent B. 
Coffin, vice-president Connecticut Mu- 
tual; secretary, Charles J. Zimmerman, 
assistant managing director L.I.A.M.A., 
and treasurer, James E. Rutherford, 
executive vice-president N.A.L.U. 

The council’s trustees are Walter E. 
Barton, manager Union Central, New 
York (also assistant: treasurer of the 
council); Paul F. Clark, president John 
Hancock; Mr. Coffin; Roger Hull, vice- 
president Mutual Life; Mr. Orr; Ed- 
ward L. Reiley, general agent Mutual 
Benefit, Philadelphia; E. A. Roberts, 
president Fidelity Mutual, Philadelphia, 
and Benjamin N. Woodson, executive 
vice-president Commonwealth Life, 
Louisville. 


® 7 


Zalinski Managing Director 


Edmund L. G. Zalinski who was se- 
lected last April as the director of the 
joint cemmittee on life underwriter 
education and training, now the Life 
Underwriter Training Council, has been 
given the title of managing director. 
For six months Mr. Zalinski has been 
working with N.A.L.U. and the train- 
ing departments of the various com- 
panies, so that the institutional plan 
will be coordinated with all educational 
and training activities. 

As set forth in its constitution the 
object of the council is to contribute 
to the constant improvement of the 
quality of life selling by engaging in 
educational and training activities for 
the agent; cooperating in the educational 
and training activities of associations, 
training departments of companies, the 
American College of Life Underwriters, 
other institutional groups, recognized 
educational institutions and others inter- 
ested, and serving as a clearing house 


-for information on education and train- 


ing. 

The council will shortly present its 
two year course of training which is 
designed to fill the gap between com- 
Pany training and the advanced educa- 

(CONTINUED ON PAGE 28) 








Detailed Program for 


N.A.L.U. Boston Rally 


The complete program for the Bos- 
ton convention of the National Assn. of 
Life Underwriters, Sept. 6-13, has been 


released. All sessions will be at the 
Hotel Statler unless otherwise indi- 
cated. 

President of the host association is 


John D. Griffin, who will welcome the 
delegates at the first general session. 
Manuel L. Camps, John Hancock Mu- 
tual, New York, is program chairman. 
The a time-table of events is 
as follows 
Saturday, Sept. 6 
10:00 a. m., N.A.L.U. board of trustees 
meeting, parlor A. 
Monday, Sept 8 


10:00 a. m., N.A.L.U. standing and spe- 
cial committee meetings to be conducted 
throughout the day. 


10:00 a. m., American Society, C.L.U., 
directors’ meeting, parlor F. mx! 
2:15 p. m., Women’s Quarter Million 


Dollar Round Table luncheon and annual 


meeting, Women’s City Club, Ruth M. 
Kelley, Manhattan Life, Detroit, chair- 
man. 

2:00 p. m., American College trustees’ 


meeting, parlor F. 

6:30 p. m., state association officers’ 
dinner and conference, Georgian room, 
H. R. Hill, Life of Virginia, Richmond, 
chairman. 

7:00 p. m., 
and American Society, 
dinner, parlor 

9:00 p. m., American Society, 
directors’ meeting, parlor F. 


Tuesday, Sept. 9 

9:30 a. m., National Council meeting, 
all-day session, ballroom, N.A.L.U. Presi- 
dent Philip B. Hobbs, Equitable Society, 
Chicago, presiding. 

12:30 p. m., American Society, C.L.U., 
luncheon and annual meeting, parlors B 
and C, Roland D. Hinkle, Equitable So- 
nm. Chicago, president. 

6:00 p. m., Women’s Quarter Million 
Dollar Round Table reception and din- 
ner, Georgian room. 

6:30 p. m., local association executive 
secretaries’ dinner, parlor D. 

7:30 p. m., American College and Amer- 
ican Society, C.L.U. dinner and _ confer- 
ment exercises, Ballroom; Roland D. 
Hinkle, presiding. Presentation of diplo- 
mas by Dr. S. S. Huebner, president 
American College. Speaker, D. L. Marsh, 
president Boston University. 


Wednesday, Sept. 10 


9:15 a. m., General convention session, 
ballroom; Jul B. Baumann, Pacific Mu- 
tual, Houston, N.A.L.U. vice-president, 
chairman of the session. 

Singing, led by D. E. Sprague, Boston 
pianist, and E. A. See Salem. 

Invocation, Right Re W. J. Furlong, 
chancellor of the pitino Dosa of Boston. 

Welcome to Boston, J. D. Griffin, presi- 
dent, Boston association. 

Introduction of special 

Message of the president, Philip B. 
Hobbs. 

“Echoes of the 1947 Million Dollar 
Round Table’—Harold S. Parsons, Trav- 
elers, Los Angeles, presiding. Ron Stever, 
Equitable Society, Los Angeles; D. H. 
Tompkins, Northwestern Mutual, Charles- 
ton, W. Va.; J. M. Hammer, Massachu- 
setts Mutual, Tampa; E. R. Erickson, 
John Hancock Mutual, Buffalo; F. 
McMaster, Ohio National, Los Angeles: 
R. P. Burroughs, National Life of Ver- 
mont, Manchester, N. H.; J. Renwick 
Montgomery, Phoenix Mutual, Philadel- 
phia; P. A. Hazard, Jr., New England 
Mutual, Chicago; v. A. Miletti, North- 
western Mutual, Newark; and M. S. Mat- 
son, Mutual Benefit, Cleveland. 

‘Do You Want to Buy a Horse?”—Gra- 
ham A. Walter, Canada Life, Toronto. 

The American College Hour—Julian S. 
Myrick, second vice-president, Mutual 
Life, and Chairman of the Board of the 
American College of Life Underwriters, 


presiding. 
“World Security Through United Ef- 
fort,” Trygve Lie, secretary-general of 


United Nations. 
Thursday, Sept. 11 


8:00 a. m., state association executive 
secretaries’ breakfast, parlor D. 

:15 a. m., national sales seminar, ball- 
room, J. P. Costello, Southwestern Life, 
Dallas, presiding. 

Opening remarks by the chairman. 

“The Life Underwriter as a Business 
Man,” Dan A. Kaufman, Northwestern 
Mutual, Indianapolis. 

“Port Buoys on the Mississippi,” Lloyd 
Ramsey, State Mutual, Memphis. 

“Characteristics and Mental Attitudes 
Essential to Success,” C. J. King, Mutual 
Benefit, Kansas City. ; 


American College trustees’ 
C.L.U. directors’ 


€.E.8,, 


guests. 


“I’m in the Insurance Business,” P. M. 
Mucci, Metropolitan Life, Paterson, N. J. 

“Get Up on That Trunk,” Dick Evans, 
Massachusetts Mutual, Los Angeles. 

9:15 a. m., general agents’ and man- 
agers’ section meeting, ballroom of Cop- 
ley-Plaza; Osborne Bethea, Penn Mutual, 
New York, chairman. 

Opening remarks by the chairman. 

Presentation of award for the best 
article in “Manager’s Magazine’’—H. Fred 
Monley, editor, Hartford. 

Awarding ‘“‘Manager’s Magazine” 
phies—chairman, Osborne Bethea. 

“The Agency-Building Process” (a two- 
man seminar), C. W. Campbell, Pruden- 
tial, Newark; J. C. Benson, Union Cen- 
tral Life, Cincinnati. 

Ke tuiding Men to Success,” H. 
Equitable of Iowa, Seattle. 

9:15 a. m., Women underwriters’ sec- 
tion meeting, Georgian Room; Lillian L. 
Joseph, Home Life, New York, chairman. 

Greetings from the Chairman. 

The theme: “The Universal Need—Life 
Insurance,” Florence S. Johnson, Equit- 
able Society, New York, program chair- 
man. ° 

“Policy Service,” Louise S. Konsberg, 
Massachusetts Mutual, Chicago. 

“Beneficial Short Cuts,’ Eleanore J. 
> sa Beneficial Life, Walnut Park, 
Cal. 

“You Have to Know It to Sell It,” Elsie 
Doyle, Union Central Life, Cincinnati. 

“How I Got My First Million on the 
Books,” Winnifred Pickering, Canada 
Life, Toronto. 

“Defiating Inflation,”—Hazel B. Price, 
Union Mutual Life, Pittsburgh. 

“Business That Stays Is Business That 
Pays,” Vera Sundelson, Equitable So- 
ciety, New York. 

“Mink Coats vs. Silk Hats,” J. Jean 
Whitfield, New York Life, Cleveland. 


tro- 


S. Bell, 


Summary, Mildred F. Stone, Mutual 
oo Newark. 
15 a. m., American Society, C.L.U. 


forum (round table conference on chap- 
ter administration), President R. D. 
Hinkle presiding, parlor B. 

12:30. p. m., general agents’ and man- 
agers’ section luncheon, ballroom. As- 
sembly sponsored by the Atlantic Alumni 
of the L.I.A.M.A. management schools 
and the general agents’ and managers’ 


section of N.A.L.U. John H. Evans, Home 
Life, New York, presiding. 
“The Management Process,” B. N. 


Woodson, executive vice- ees Com- 
monwealth Life. 

12:30 p. m., women underwriters’ sec- 
tion luncheon, Salle Moderne, Lillian L. 
Joseph, chairman, presiding. 

“Today’s Woman—Never Too Young 
or Too Old,” Mrs. Max R. Ulin, Dorches- 
ter, Mass. 

2:30 p. m., National Council meeting for 
action on report of the committee on 


nominations, Ballroom; President Hobbs 
presiding. 

4:00 p. m., American Society, C.L.U., 
directors’ meeting, parlor D 

7:00 p. m., company dinner meetings. 

10:00 p. m., president’s reception and 
ball, ballroom. 


Friday, Sept. 12 

9:15 a. m., general convention session, 
3allroom; Manuel L. Camps, John Han- 
cock Mutual, New York, program chair- 
man, Chairman of the Session. 

Singing—Led by D. E. Sprague, Boston 
pianist, and E. A. Hoffman, Salem. 

Invocation—Rabbi B. L. Grossman, 
vice-president Rabbinical Assn. of Great- 
er Boston. 

Report of the committee on nomina- 
tions, W. B. Hardy, chairman. 

Report of the committee on resolu- 
tions, J. Stanley Edwards, chairman. 

Report of the committee on by-laws, 
BE. A. Crane, chairman. 

Presentation of membership awards. 

“Slow But Sure,” Rudolf Leitman, New 
York Life, Detroit. 

“It’s the Little Things,” Robert W. 
DePau, Jr., Prudential, Chicago. 

“Changed World Conditions Demand 
New Concepts,” Holgar J. Johnson, presi- 
dent Institute of Life Insurance. 

1:00 p. m., fellowship luncheon hour, 
ballroom of Copley-Plaza; C. D. Connell, 
Provident Mutual, New York, N.A.L.U 
immediate past president, presiding. 

Invocation—Bishop L. O. Hartman, 
Methodist Church, Boston area. 

Presentation of new officers, trustees, 
past national presidents, Boston associa- 
tion officers and convention committee 
chairmen. 

The John Newton Russell Memorial 
Award for outstanding service to the in- 
stitution of life insurance. Presentation 
of the awards for the years 1942-47, in- 
ore by John_Henry Russell, Los An- 
geles. - 

“The Buyer’s Market, a Challenge to 
Performance,” Paul F. Clark, president 
John Hancock Mutual. 

Saturday. Sept. 1 
9:30 a. m., N.A.L.U. board of trustees 


. meeting, parlor A. 


Institute Survey 
Bares Need for 
Employe Training 


Few Companies 
Now Conduct Courses 
For Non-Sales Personnel 


A general need for formal education 
and training programs for the non-sales 
personnel of life insurance companies 
is bared by the recently published sur- 
vey on education and training activities 
of insurance companies and associations, 
directed by Richard de R. Kip of the 
business school of the University of 
Pennsylvania for the Insurance Insti- 
tute of America. 

Replies received from 209 out of 356 
questioned in this survey showed that 
over three-fourths of the 371 courses 
offered were for agents. Including 
courses for managers, supervisors and 
agents, courses for sales personnel were 
shown to amount to almost 85% of the 
total. The companies reporting em- 
ployed in excess of 250,000 persons, 
divided between non-sales and sales 
staffs in the 40-60 ratio. The number of 
persons trained annually is set by the 
survey at 25,000, which divides itself 
between the non-sales and the sales 
group in an approximate 15-85 ratio. 

The survey is scholarly and exhaustive 
and difficult to summarize, but contains 
considerable meat and is worth perusal 
by all those with jurisdiction over com- 
pany educational policies. 

Among the surprising results was the 
finding by Mr. Kip that out of the 209 
companies who replied to the survey, 
66 had no formal educational program 
for either sales or non-sales personnel. 
Not all of these companies are small, 
although Mr. Kip notes that in general 
the smaller the company the less the 
education is offered. 

In the answering group, 74 companies 
reported no formal activity in the train- 
ing of agents. Mr. Kip evinces con- 
siderable surprise, saying that, “in a 
sales conscious field, it was net to be 
expected that so many companies would 
take so little active interest in de- 
veloping the persons responsible for 
their continued volume of. new busi- 
ness.” 

Only 45 companies, many of them 
large, reported courses for office or 
non-sales staffs. Companies with ap- 
proximately 20,000 home office person- 
nel were shown to have no formal train- 
ing programs for such personnel. Not 
only are there few courses for home 
office employes, but there are even 
fewer offered to non-sales field per- 
sonnel. A conservative estimate is given 
that at least 30,000 such personnel 
go without formal basic orientation in 
the life insurance business. 

Mr. Kip comments that when asked 
to indicate the courses conducted by 
other institutions for non-sales person- 
nel, many companies mentioned Life 
Office Management Assn. and the actu- 
arial bodies. The report points out that 
these organizations and one or two 
others are not, in fact, course-conduct- 
ing educational institutions, but pro- 
fessional organizations that grant cer- 
tificates based upon completion of exam- 
inations. 

The project was supervised by a com- 
mittee of insurance educators includ- 

(CONTINUED ON PAGE 28) 
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Complete Program 
for Claim Men's 
Annual Parley 


Speakers Include 
George Avery White, Lon 
Hocker, Dr. Sprague 


Plans for the annual meeting of Inter- 
national Claim Assn. at Swampscott, 
Mass., on Sept. 14-17 are announced by 
the chairman of the program committee, 
John A. Blanchfield of Aetna Life. 

The meeting will open Monday morn- 
ing, Sept. 15, with an address of wel- 
come by Lt. Gov. Arthur W. Coolidge, 
of Massachusetts, to be followed by 
the president’s address delivered by 
James N. Cunningham, legal officer of 
Crown Life, and the annual reports of 
the various committees. The first morn- 
ing session will conclude with an ad- 
dress by George Avery White, president 
of State Mutual Life. 

The social program as announced by 
the chairman of the entertainment com- 
mittee, John W. Ayer of New England 
Mutual Life, will occupy the afternoon 
and will include the golf tournament at 
Tedesco-Country Club and a tour of the 
historical north shore. ; , 

A general business session is slated 
for Tuesday morning, Sept. 16, in the 
course of which there will be talks by 
Lon Hocker, Jr., of the law firm of 
Jones, Hocker, Gladney & Grand, St. 
Louis, on “Occupational Interpretation 
of Disability Clauses,” and by Dr. How- 
ard B. Sprague, cardiologist and presi- 
dent of New England Heart Assn., on 
‘The Relationship of ‘Coronary’ Heart 
Attacks to Trauma and Strain.” A so- 
cial program for Tuesday afternoon will 
include a tour throvgh the flower gar- 
dens near Swampscott. i 

The session Wednesday morning, 
Sept. 17, will be opened with an address 
by Reinhard A. Hohaus, actuary of Met- 
ropolitan Life, on “Social Insurance 
Plans and Developments” and will con- 
clude with a general business meeting to 
be followed by election of officers. The 
meeting will adjourn Wednesday noon. 


1,500 Disabled GI's Are 
Training for Insurance 


WASHINGTON—More than 1,500 
disabled ex-service persons are training 
to be insurance salesmen under the 
vocational rehabilitation act, veterans 
administration says. Of these, 1,282 are 
taking on-the-job training, 232 are en- 
tolled in college courses and 50 are 
studying insurance in non-college busi- 
ness schools and other institutions. 

While this training is proceeding a 
veteran having disability rated at 30% 
or higher, receives from VA a minimum 
of compensation and subsistence allow- 
ance of $115 per month, if there are no 
dependents, or $135 if there is one de- 
pendent. If disability is less than 30% 
the minimum allowances are $105 per 
month, without dependents, $115 with 
one dependent. Additional allowances 
are paid if the veteran has more than 
one dependent. 

The 1,500 figure was arrived at 
through sampling records of 229,000 
handicapped veterans in schools and 
on-the-job training courses May 1, last. 


Launches Christmas Club 


. Western Life of St. Louis has an- 
Nounced plans for its Christmas Club, 
tunning from Sept. 1 to Nov. 15. 

For each $1,000 of business paid-for, 
the agent is allotted 100 points for 
Christmas shopping. 








Bushnell, Equitable Society 
Vice-President, Retires 


Vance L. Bushnell, second vice-presi- 
dent of Equitable Society for the past 
10 years, has re- 
tired. He has been 
ill for some time. 

Mr. Bushnell 
joined Equitable in 
1919 at Indiana- 
polis as an agent, 
becoming special 
representative of 
the group depart- 
ment in Chicago, 
then sales manager 
of the group de- 
partment at the 
home office. In 
1924 he resigned 
to go with a bank 
and brokerage house in New York City, 
later becoming vice-president of Con- 
tinental Bank & Trust there. In 1938 
he returned to Equitable as second vice- 
president in the agency and group de- 
partment. 








Vv. L. Bushnell 





Give Program for Parley 
of Counsel Federation 


The program for the annual meeting 
of the Federation of Insurance Counsel 
to be held Sept. 18-19 at New Ocean 
House, Swampscott, Mass., is announced. 
Julian B. Humphrey of New Orleans is 
president. The speakers will be R. M. 
Nelson, Memphis; J. A. Gerber, New 
York; S. M. Hollander, Newark; C. G. 
Ball, Lafayette, Ind.; F. W. Hackett, 
Montreal; M. T. Pendergast, Boston, 
and G. H. Tyne, National Life & Acci- 
dent, Nashville. J. A. Millener of Roch- 
ester is secretary. 


Pennsylvania Mutual Life has been 
elected to membership in the Industrial 
Insurers Conference. This brings the 
membership to 67. 


Speak at Rally 








Home office speakers at French Lick re- 
gional meeting of Provident Mutual in- 
cluded (front row) P. H. Langner, Jr.. as- 
sistant medical director; Mrs. Elizabeth 
Kreider, law department; Dr. E. J. De- 
wees. medical director; back row, C. S. 
Davis, assistant manager of agencies; W. 
E. Creery, associate insurance supervisor; 
Henry Bossert, Jr., assistant manager of 
agencies and E. D. Armantrout, associate 
actuary. 








First Tenants in N. Y. Life 
Fresh Meadows Project 


NEW YORK—tThe first tenants of 
Fresh Meadows, New York Life’s 3,000- 
unit housing development now under 
construction in Flushing, Queens, New 
York city, moved in this week. Twenty 
families will occupy apartments in the 
two 13-story buildings, the first to be 
completed on this site. 

The rest of about 600 apartments in 
these two large buildings will be ready 
for occupancy during September and 
October. The development also includes 
138 two and three-story garden type 
buildings, to contain about 2,400 apart- 
ments. It is hoped some will be ready 
before the end of the year. 








American Way of Life.’ 


opinions of mankind.’ 


greatest efforts.” 








“This Is Our Mission”’ 


Addressing the Penn Mutual’s Centennial Convention, 
Second Vice President E. Paul Huttinger said: 


“Life insurance is the keystone of individualism— 
voluntary cooperation by men and women to establish 
for themselves their own financial future. Therefore, it 
ranks as one of the most effective instruments that we 
know of for preserving freedom or as we call it “The 


“American power abroad depends upon unity and do- 
mestic tranquility at home and in this tranquility life 
insurance plays a most significant part. Indeed, our part 
may be the most important contribution to preserving 
the ‘pursuit of happiness and a decent respect in the 


“This is our mission. This is our sales objective. By 
this means the American Way of Life will succeed 
through us as the instruments of its message. Perhaps 
by this means we shall win victory without using the 
force of arms, and that alternative is well worth our 
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Five Appointed to 


Institute’s Women’s 


Advisory Committee 


Five outstanding life insurance women 
will join the special advisory committee 
of the women’s division of the Institute 
of Life Insurance for the coming year. 
Mrs. Marion Eberly is director of the 
division. Serving with Dr. Marion Bills, 
Aetna Life, who continues her mem- 
bership from last year, the committee 
will advise on editorial and promotion 
matters. 

The new members are Mrs. Stella 
Gibbs, Sacramento; M. Helen Hankins, 
Denver; Charity Kennedy, Indianapolis; 
Helen A. Pendergast, Baton Rouge, and 
Alice E. Roché, Philadelphia. 

Mrs. Gibbs is agency director of the 
women’s division of California-Western 
States Life, having developed there her 
company’s preliminary training course 
for both men and women agents. With 
Dr. Bills, assistant secretary of Aetna 
Life, and Miss Roché, she will represent 
home offices. 

Miss Roché, previously field super- 
visor and now member of the agency 
department of Provident Mutual, is 
active in Philadelphia, Pennsylvania and 
national insurance associations, is a for- 
mer president of the Philadelphia 
C.L.U. chapter and originated and exe- 
cuted the first organized direct mail 
service offered by a life insurance com- 
pany in the United States. 

Miss Hankins of the Eddleblute & 
Miller agency of Penn Mutual in Den- 
ver, is the first woman president of the 
Colorado State Life Underwriters Assn. 
and is a past president of the Denver 
Assn. of Life Underwriters. She en- 
tered insurance after a number of years 
in hospital and nursing school adminis- 
tration. She is chairman of the finance 
committee of the Denver Y.W.C.A. 

Miss Kennedy, life member of the 
Women’s Quarter Million Dollar Round 
Table, is an agent in the Ernest Crane 
agency of Northwestern Mutual. She 
served for five years as member of the 
women’s committee of the N.A.L.U. 
and was chairman last year of the 
women’s group in Indianapolis. 

Miss Pendergast has been a repre- 
sentative of the Mutual Life since 1942, 
first in New Orleans and then in Baton 
Rouge. She has been vice-president of 
the Business & Professional Women’s 
Club of her city, chairman of the pub- 
lic affairs committee and member of 
the inter-civic council. She has held 
several offices in the Baton Rouge Assn. 
of Life Underwriters. 


Standard Oil of Indiana 
Liberalizes Group Annuities 
with Equitable Society 


The group annuity retirement plan 
which Standard Oii of Indiana has car- 
ried with Equitable Society since 1939 
has been liberalized, so that annuities 
received by employes after retirement 
will amount, including social security to 
2% of average pay multiplied by years 
of service. The percentage has been 
144% or less. Annuities of former em- 
ployes who participated in the plan be- 
fore its amendment until their normal 
retirement are also subject to enlarge- 
ment. 

Under the amended plan, payments of 
Standard Oil will average $1.60 for each 
employe dollar. In order to finance the 
larger annuities for past service, the 
company will set aside $28 million in 
addition to $40 million assumed in con- 
nection with service prior to 1939 and 
now largely funded. 

Standard of Indiana provides group 
life through Metropolitan. 








H. A. Loewenheim, who has taken 
over as manager of the uptown New 
York agency of Home Life will operate 
from the home office until he is able 
to obtain office space. 
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Ecker Honored at 
80th Birthday by 
Metropolitan Life 


Admitting himself to be an old man 
on the day that Metropolitan Life set 
aside to commem- 
orate his 80th 
birthday, Chair- 
man F. H. Ecker 
insisted that he 
had not been old 
the day before and 
would not be old 
the day following. 

Still vibrant and 


alert, Mr. Ecker 
was eulogized by 
representatives of 


various Metropoli- 
tan Life organiza- 
tions before some 
600 veterans with 
35 years of service from the field and 
home office, together with officers and 
administrative personnel. L. A. Lin- 
coln, president of Metropolitan Life, 
opened the birthday celebration, which 
had been advanced a few days from the 





F. H. Ecker 


After Mr. Ecker had received a pro- 
longed, standing ovation, Mr. Lincoln 


lauded him for his achievements and 


cited some of the contributions he has 
made through the years, including 10 
years active service as chairman with- 
out salary. He told of Mr. Ecker’s 
achievements in the housing field and 
said that his career after reaching 70 
has been one of the most amazing in 
this country or the world. 


Receives Many Gifts 


Isadore Tepper, manager, spoke for 
the Metropolitan Life’s Veterans’ Assn. 
and told of the debt many people owed 
Mr. Ecker as the result of his activities. 
He then presented Mr. Ecker a bronze 
plaque which will be placed in the vari- 
ous Metropolitan Life housing develop- 
ments. F. E. Smith, vice-president: H. 
E. North, vice-president; G. J. Spahn, 
second vice-president; Agnes Burns, 
home office; Commander Paul Rosa, Jr., 
American Legion; and Third Vice-pres- 
ident W. S. J. Shepherd also spoke and 
presented gifts which included two 


trees, one of which, a redwood, will be 


planted in a Metropolitan housing de- 
velopment in California, and the other 
an oak, in Stuyvesant Town, New York. 

In responding, Mr. Ecker told of the 


Aug. 30 date, which fell on a week-end.events he had witnessed during his 65 









days of general sessions! 
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Commentary 


Will You Be at Boston? 


To the more than 3,000 life underwriters who will 
attend the Boston Convention of the National Associa- 
4 tion of Life Underwriters the Commonwealth sends con- 
gratulations on their judgment and foresight. 


Just as every field underwriter should be a member 
of the NALU, so every field underwriter, who can rea- 
sonably arrange to do so, should attend the annual con- 
vention of that agents’ organization. 

Now 50,000 strong in membership, the NALU is doing 
things in a big way — and the Boston convention this 
month is no exception. The Million Dollar Round Table 
Hour on Wednesday, September 10, and the National 
Sales Seminar on Thursday, September 11, will both 
make the trip worthwhile to every producer in attend- 
ance. And those are only two events out of three full 


Commonwealth, like every other company with an 
alert, progressive agency force, will be well represented. 
We hope we will be seeing YOU. 


Insurance In Force July 30, 1947 — $324,774,928 
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years with Metropolitan. He told of the 
growth of the company and of the de- 
velopment of the housing projects, and 
ended his response with his philosophy 
of life—anyone who makes work of his 
play is a fool; anyone who doesn’t make 
play of his work is a greater fool. 

Souvenir booklets were distributed 
commemorating the activities of Mr. 
Ecker. 

At 80, Mr. Ecker plays a game of golf 
that is tough competition for good 
players half his age. 

His reason for continuing to work is 
simple, although perhaps difficult for 
some to understand: He likes his work 
and has always found pleasure in it. But 
it isn’t true that it is all work and no 
play for Mr. Ecker. In his younger 
years he took hunting and fishing trips 
periodically. Before taking up golf his 
sport was tennis and at one period he 
spent a great deal of time swimming, 
and sailing his 40-foot sloop. 


Made Study of Golf 


When he went into golf he studied 
books, took professional lessons, ana- 
lyzed his own tendencies to learn how 
best to play his shots and became an 
exceptionally good golfer. At his peak 
he shot consistently in the high 70’s or 
low 80’s. His game is still virtually as 
accurate as ever, and his only complaint 
is that his drives aren’t as long as they 
were. This year he won low gross for 
his age group in the National Senior 
Assn. tournament. 

Before becoming chairman of the 
board, Mr. Ecker was successively man- 
ager of the bond and mortgage division, 
comptroller, treasurer, vice - president, 
and president. Since joining the com- 
pany back in 1883 he has seen it grow 
to the point where it has $34 billion of 
insurance in force on tthe lives of 32 
million persons in the United States. 





O. J. Arnold Leads X-ray 
Drive to New Records 


Under leadership of O. J. Arnold, 
president of Northwestern National Life, 
Minneapolis has concluded a 16-week 
community-wide free chest x-ray sur- 
vey with 306,020 persons, or 74% of the 
adult population, having had free chest 
x-rays. Counting x-rays taken by doc- 
tors, hospitals, and other agencies, 95% 
of the adult population are estimated to 
have had a chest x-ray checkup within 
the past year, which public health au- 
thorities say sets a landmark in public 
health history. 

Final results will not be known for 
some time, but findings to date show 
5,972 men and women with x-ray evi- 
dence of tuberculosis, and 4,418 with 
other chest impairments including en- 
larged heart, chest cancer, and many 
others. It is expected that one in 11 
of the tuberculosis cases will be found 
to have the active, infectious form of 
the disease and will need hospitalization 
or other medical care, the rest of the 
5,972 having arrested or healed tuber- 
culosis. 





Hammond Heads Pacific 
Mutual Big Tree Club 


Pacific Mutual Life announces that 
total membership of its Big Tree Club 
for 1947 is 572. 

Henry T. Hammond of Williamson, 


W. Va., is president, having placed 
nearly $2%4 million of insurance in 


the past year. R. Earl Denman of the 
Gantz agency, Cincinnati, with more 
than $2 million to his credit; Abram L. 
Geller, Houston, with $1% million; C. 
Porter Hochstadter, Cincinnati; Her- 
bert W. Wiedemann, Columbus, O., and 
George A. Miller, Beverly Hills, Calif., 
each with $1 million of placed business 
are vice-presidents. 

Thirty members of the club have 
been on its rolls for 20 years or more, 
with Robert A. Brown, Los Angeles, 
and Dr. J. B. Wachtel, Oklahoma City, 
charter members, each having 33 years 
to his credit. Fred L. Hirsch, Dallas, 


and W. Dwight Mead, Seattle, come 
next with 31 years. 





Sterling Takes Exception 
to Canadian Listing 


Sterling of Chicago, having been listeg 
by the Canadian insurance department 
as one of the companies that solicits 
business in the’ Dominion without being 
licensed, L. A. Breskin, president of 
Sterling, announces that he has informed 
Superintendent Finlayson of Canada that 
Sterling is not and does not intend to 
solicit and insure risks in Canada, ang 
that its name should never have ap- 
peared as being guilty of the practice. 

Mr. Breskin states that he has for. 
warded a statement at the request of 
Mr. Finlayson to the effect that Sterling 
has not issued any policies on the liyes 
of residents of Canada for at least 19 
years, and that it has no intention of 
doing so. 





Aid Assn. Ohio Meeting 


The Ohio Federation of Aid Ason, 
for Lutherans held its annual meeting 
at Cincinnati Saturday and Sunday 
Alex O. Benz, president of the frater. 
nal, spoke at the dinner Sunday with 
Carl Geist as toastmaster. 
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A MOST IMPORTANT 
REPORT HAS BEEN RE. 
LEASED BY THE WHARTON 
SCHOOL OF FINANCE. THE 
SURVEY COVERING THE 
EDUCATION AND TRAIN. 
ING ACTIVITIES OF INSUR- 
ANCE COMPANIES WAS 
PREPARED FOR THE 
INSURANCE INSTITUTE OF 
AMERICA, INC. 


* * * 


MOST SURPRISING is the 
fact that of the 209 life com- 
panies covered, 74 reported no { 
formal training activity. Seven- 
teen reported that they had no 
agents leaving 57 companies 
doing little or nothing in the 
training field. 


WE LIKE TO BOAST of the 
forward looking attitude of our 
business, of the growth of the 
professional concept, of service 
to the public. But as long as 
57 companies take training so 
lightly they do nothing about it, 
the millenium is a long way off. 


* * & 


IN 1937, THE FIGURE OF 57 
WOULD BE IN LINE—BUT 
IN 1947 IT CERTAINLY IS 
OUT OF LINE. THERE IS 








STILL MUCH TO BE DONE. 





PAUL SPEICHER 
Managing Editor 


THE INSURANCE 


RESEARCH & REVIEW SERVICE, 
\ INDIANAPOLIS 
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‘Congratulations 


JAMISON, 





lee J. Loventhal, li 





Loyd W. Uebele 





Ben S. McGiveran 








Clerence E. Smith 





Neothoniel H. Seefurth 





Ecrl Brooder 


PHELPS & ASSOCIATES - 


GENERAL AGENTS OF THE NORTHWESTERN MUTUAL LIFE 

















Samuel C. Steinman 


We ae proud... 


to honor these eleven leaders 





C. R. Robb 


of our agency who have 





achieved membership 
in The 1947 Million Dollar 
Round Table. 





R. M. Hefter 








E. C. Haelscher, Jr. 
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208 S. 
CHICAGO, 





INSURANCE COMPANY 








HteNATIONAL UNDERWRITER 


September 5, 1947 








Leaders Tell Methods 
at Hancock's Ottawa Meet 


Some 143 leading John Hancock 
agents won the national quality award 
this year, President Paul F. Clark an- 
nounced at the agency leaders’ meeting 
of the John Hancock general agents’ 
association, held at Ottawa. It was the 
largest gathering since the first leaders’ 
convention, held in 1943. 

Stating that volume alone is not the 
only test of an agent’s success, Mr. 
Clark said, “I commend the quality 
award as a goal worthy of attainment by 
every life underwriter. Campus training 
courses, advanced underwriting courses 
and preparation for the C.L.U. designa- 
tion are offering better futures to more 
and more John Hancock men and 
women who have the vision to find, in 
constant and personal improvement, a 
practical way to meet the challenge of 
constantly changing conditions.” 

Vice-president C. F. Gay, in welcom- 
ing the delegation said there is no bigger 
job than that of developing the indi- 
vidual agent in knowledge, ability and 
skill so that the public will acept and 
approve the economic. worth and be 


willing to pay for the service the agent 
performs. 

Mr. Gay announced that Keith S. 
Smith of Peoria led in total volume, 
Martha H. Boott of Boston led in total 
premiums; John D. Howell, Gardiner 
agency, New York City, led in ordinary 


premiums. 
A special breakfast meeting for 
women agents was conducted by 


Corinne V. Loomis, associate general 
agent at Boston. 


Must Open Six Cases a Week 


To reach his goal in lives and volume 
Nathan Paulus of Indianapolis finds it 
necessary to open six cases a_ week. 
This means cases opened rather than 
merely reviewed. A case is opened when 
he has an admission from the prospect 
that he has a problem to be solved, con- 
fidential family data—ages, interests, ap- 
proximate income; and his present life 
insurance policies. 

For Mr. Paulus, six interviews usu- 
ally open six cases, but, says he, “if it 
takes from 10 to 20 interviews [ still 


must open up the six cases each week.” 
The ratio of closing interviews to open- 
ings is two or three to one. In other 
words, it takes one opening interview 
and one or two closing interviews either 
to write or to eliminate cases. 


Results in at Least Two Cases 


Mr. Paulus said his normal week will 
not only see six opening interviews, but 
six to 12 closing interviews, which on 
the basis of 33% to 50% closing ratio 
will result in at least two written cases. 
Six cases opened per week equals two 
to three cases closed, which equals 100 
to 125 lives. Said Mr. Paulus: 

“If I open 300 cases this year, I will 
have good luck on 106 to 125 and bad 
luck on 175 to 200. But the only real 
bad luck that can overtake me is a 
failure to open those 300 cases!” 

Mr. Paulus said that according to his 
experience the tendency to work in 
spurts is the greatest single foe of the 
life underwriter. This tendency leads to 
irregularity in opening cases, which in 
turn brings on the “slump” which all life 
underwriters dread. 

He cured himself of what he charac- 
terizes as “slump disease” through a 
weekly work book. On Saturday after- 
noon or early Monday morning he plans 
the week’s work and then concentrates 











On The Way To Promotion 


The Lincoln National Life agent with ambition to become a 
General Agent knows there are opportunities aplenty right with 
his own company. He knows this because 41 of the Company’s 


General Agents have been promoted from the ranks. 


Lincoln National’s promotion policy provides another reason 
why the recent Job Satisfaction Study showed exceptionally high 
satisfaction among representatives of this Company. 


LNL is geared to help its field men. 


The 


Its Name Indicates l#ts Character 


LINCOLN NATIONAL 


LIFE INSURANCE COMPANY 


Fort Wayne 1, Indiana 











Keith S. Smith 


P. F. Clark 


the rest of the week on his goal of 
“opening” his six cases. Said he: 

“T find that if I open the proper num. 
ber of cases, my natural interest in do. 
ing a job will lead men on through the 
necessary steps to either closing og, 
elimination. Furthermore the regular 
opening of a certain number of cases 
each week assures a constant flow of 
cases about to be closed, cases at the 
home office, cases to be delivered, sur. 
veys to be completed and new leads 
secured upon the survey delivery with 
which to start the cycle all over again 
for the next week.” 

“Let the Prospect Tell You” 

“Let the prospect tell you,” was the 
advice of Lawrence Klein of Oklahoma 
City. 

“Generally speaking,” said Mr. Klein, 
“men just don’t do something which 
someone else thinks is good for them, 
I made a big mistake when I started in 
the life insurance business. I preached, 
I used to tell men what they ought to 
do. I tried to tell them what they 
wanted for themselves and their fami- 
lies.” 

Mr. Klein has changed his approach 
now. He asks men about the things 
they want most for their families and 
themselves. He gets men to tell him 
about their hopes and dreams and ideals 
and aircastles. He asks them to tell him 
what their objectives are. In that way 
he discovers their problems and _ needs 
which only life insurance can'‘solve and 
fulfill. 

When he calls on a man and tells him 
he’s in the life insurance business, the 
prospect usually says, “Mr. Klein, I’m 
glad you’ve called but I’m not interested 
in any more life insurance.” He always 
replies, “I’m not interested in life in- 
surance either unless it will help me 
secure the things I want more certainly 
than any other kind of property. Let's 
not even talk about life insurance; in- 
stead, let’s talk about the things you 
want for your family.” 

Often a man will ask how much Mr. 
Klein thinks he will need to carry out 
his plans for his family. “I always 
throw the problem back into his lap and 
make him make the decision,” he said. 
“T never let a man forget that it is his 
family, his plans, his problem, and that 
I’m just the technician who can help 
him measure what property will do.” 


Selling Salary Deduction 

In selling a salary deduction plan the 
executives should be made to feel that 
installation is easy and will not cause 
great deal of disturbance or extra work, 
said William Hoyer of Columbus. In 
the solicitation of the franchise it is im 
portant that the top men in the com- 
pany are interviewed and sold well of 
the idea. In the solicitation of the lift 
insurance itself, he advised selling de- 
partment heads, foremen and men 0 
similar positions first. 

An insurance office in the personne 
department makes the sale easier ané 
according to Mr. Hoyer, the idea 
having such an office is not too hard to 
sell management if the help the insur 
ance agent is going to be to the ef 
ployes is properly explained and sold. 

Stating that the salary deductiot 
method of writing of life insurance 
from the agent’s standpoint commission 
wise, the most remunerative with the 
exception of pension trusts, Mr. Hoye 
said: “The plan of salary deduction 
cover a risk appeals not only to the emt 

(CONTINUED ON PAGE 24) 
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LIFE COMPANIES CONTINUE 





JOINT ADVERTISING PROGRAM 





Widely acclaimed 
campaign on Planning 
for Family Happiness: 

enters a new year 


HE Life Insurance companies and 

their agents, through the Institute, 
are continuing their successful program 
in support of the American family, its 
health, its financial and emotional stability, 
and its happiness. 


This program, aided by many collateral 
activities, is providing increasing oppor- 
tunities for enlarging the fund of public 
knowledge about the Life Insurance 
business. 


And simultaneously the program is win- 
ning still greater good will for the com- 
panies and their agents. 


Reaching 40 million readers, the pro- 
gram provides tangible evidence of the 
sympathy and support of such thought 
leaders as editors, teachers, businessmen 
and social service agencies. 


It reaches the general public, as policy- 
holders and potential policyholders, 
through a series of timely, authoritative 
messages on family welfare, constantly 
made more dramatic, more informative. 
And the public’s interest is ovr interest. 


Through this campaign, as well as 
through the many other activities of the 
companies and their agents, the Life In- 
surance business is building good will 
by contributing to the good management 
of family affairs. 


INSTITUTE OF LIFE INSURANCE 


60 East 42nd Street, New York 17, New York 





“What this country amounts to depends on what happens tw its homes.”. . . 
That's why the life insurance companies and their agents are bringing you this 
series of messages from the nation’s foremost authonities, to help you plan for 
happiness in the handling of your family money. (This 1s Message Number 20.) 


How to meet happiness 
HALF-WAY! 








An authoritative message on how your 
family can set its goals, and decide 
what it wants to get out of life... 


by MARGARET CULKIN BANNING, 
noted Author and Lecturer 


APPINESS is not just 
an accident! It can be 

planned. The family thatknows 9% 
what it wants in life already has 
taken the first step. 

Of course different families 
§ want different things .. . 

The young Castles (I'v¢ 
changed these names, of course) 
spend all the money they can on things for their 
bome! Except for their children, their house means 
more to them than anything else. Every piece of 
equipment, from the living-room chairs to the 
washing machine 1s a family treasure. They buy 
books too, and albums of records. They have a 
charming, convenient house, and they are always 
thinking of ways to improve it 

The Macknights, who live next door, spend 
much less on their house. They can’t afford it; 
not and take a trip every year But they figure 








Margaret 


3 


that both they and their children will get more 
from meeting new people and seeing new places 
than from having extra household comforts. 

“It all depends on what you want out of life,” 
the Castles say to the Macknights, arguing in a 
friendly way about which family gets the most. 
Bur they agree, with modern tolerance, that each 
— should make its own plan, according to 

and p y of its members. 
es only ones who miss ‘out all around ar 


an 





those couples who never manage to agree on 
what they want, or what they are working for, 
Families like that scatter their energy and their 
money, without ever seeming to have any satis- 
factions to show for what they spend. 

You can’t have everything, nor do you want it. 
In the last cen years, the ambitions of most young 
people in America have become simpler, and the 
= ‘— live shows it. e the oe of what 


earn security, t00 . .. 






enough money for decent and independent living. 
Beyond this, young people seek personal goals 
of their own. Homes, entertaining, travel, hobbies 
none of these goals is new. None of them 
need shut out all the others. What is new is that 
many modem young families know that they 
must make a choice, and organize their lives 
accordingly 
Sean tap be pelts oak com 














How to PLAN for Family Happiness = B 


7oR TOMORROW.. - We live in a changing world. 
+ living costs ... taxes. If 

have not had your life insurance program reviewed lately, tha 

chinns ane 2 co thn head Soleiagibapen tae 


















© Planning what you want in life is only part of sound money 
planning. You'll be more likely to have enough money on 
hand when you need it, if you'll follow these few simples rules: 
FOR TODAY... The first thing, for most families, is to take 
care of the larger fixed items such as rent, taxes, insurance, mort- 
gage and installment payments, etc. 

So start by adding up all your fixed items for the year, divide 
by 52, and set aside that amount weekly. 

Also every family should have a “rainy day” fund equal to at 
least four weeks’ income. Set aside a little every week until you _ trained life insurance agent. Ges in touch with your agent, 

have that much. Then, you'll know how much you can spend for your life insurance company. INSTITUTE OF Livs Iy yer 
food, clothing, heat, light, amusements, and so 60 East 42nd Street, New York 17, N. Y. 


THE LIFE INSURANCE COMPANIES ABD 





There are-so many ways in which you can use your life insur 
ance, that you should have the life insurance you now own checked 
to see if it is suited to your needs. This is a service that © 

The person best equipped to help you with this is ¢ 


ENTS 
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EVERY ADVERTISEMENT IN THE SERIES 
FEATURES VALUE OF AGENT’S SERVICE! 


Each displays standard copy on the use- 
fulness and importance of the agent and 
his service. And certain advertisements in 
the series feature the agent. Starting in Sep- 


~ 


tember, the advertisements appear alternate 
weeks in more than 370 leading news- 
papers, and from November through June 
in five influential farm papers. 
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New Qualifiers 
for M. D. R. T. in 
1947 Number 24] 


There were 241 new men who quali- 
fied for the Million Dollar Round Table 
this year, more than the entire number 
of qualifying members for 1946. The 


first-timers are: 

S. Morris Abramowitz, Reliance Life, 
Baltimore; David Adelman, Home Life, 
New York; F. J. Anderholm, Reliance 
Life, Duluth; Lawrence E. Andersen, 
Equitable Life, Pasadena; Clinton T. 
Andrews, Phoenix Mutual, Hickory; 
William B. Arnold, Northwestern Mu- 
tual, Williamsport, Pa.; Irving F. Ash, 
Mutual Life, Los Angeles; Karl Bach, 
Penn Mutual, San Francisco; Lawrence 
E. Balza, New York Life, Green Bay, 
Wis.; J. Wayland Barnette, Northwest- 
ern Mutual, San Francisco; Oliver M. 
Barres, Northwestern Mutual, Bethlehem, 
Pa.; Paul R. Behrmann, Connecticut Mu- 
tual, Hollywood, Cal.; W. E . Bell, 
Manufacturers Life, Toronto; Walter R. 
Benz, Penn Mutual, Fort Wayne, Ind.; 
David G. Berry, Gulf Life, Miami; W. A. 
Bethune, Jefferson Standard, Charlotte, 
N. C.; J. Russell Bley, New York Life, 
St. Louis; Robert L. Blue, independent, 
Miami; O. Griswold Boynton, Northwest- 
ern Mutual, Providence; Robert C. Brad- 
ley, New York Life, Columbus, O.; El- 
don G. Bradshaw, New York Life, San 
Diego; Shirley Brakefield, Pioneer Amer- 






ican, Houston; Francis G. Bray, New Anchorage, Alaska; Earle Y. Duncanson, 
England Mutual, Houston; Edward J. Connecticut General, New York; Leon- 
Brehne, Security Mutual, North Bergen, ard D. Dye, George Washington, Mag- 
N. Howard R. Brewster, New Eng- nolia, Ky.; G. Wendell Dygert, North- 
land Mutual; Providence; Mrs. Gladys C. western Mutual, Angola, Ind.; Charles 
Brockus, California - Western States, H. Earl, government personnel, Mutual 
Corpus Christi, Tex.; John E. Bromley, Life, Little Rock; Dewey Edson, North- 
Massachusetts Mutual, Battle Creek, western Mutual, Madison, Herman C. 
Mich.; Earl Brooder, Northwestern Mu- Edwards, Equitable Life, Chicago; Sol 
tual, Chicago; Harry Broud, Northwest- Eisen, Canada Life, Toronto; Andrew J. 
ern Mutual, Kansas City; Colin Brown, Elder, London Life, Toronto; Reginald 
London Life, London, Ont.; Kenneth G. J. Elliott, T. Eaton Life, Toronto; Rich- 
Brown, Canada Life, Hamilton, Ont.; ard L. Emerson, Phoenix Mutual, Win- 
Royall R. Brown, Northwestern Mutual, chester, Mass.; Herschell Emery, Mutual 
Winston-Salem, N. C.; Ray E. Bruce, Benefit, Indianapolis; Fred B. Ensminger, 
Metropolitan Life, Charleston, Ill.; C. C. Great-West Life, Ann Arbor, Mich.;: 
Burnett, Franklin Life, Waco, Tex.; Freeman Essex, Northwestern’ Mutual, 
Carl W. Burrows, Occidental Life, Galt, Portland, Ore.; Dick Evans, Massachu- 
Ont. ces settts Mutual, Los Angeles. 
* * * * 

Louis F. Calley, New York Life, John H. Fargason, Great Southern 
Charleston, W. Va.; Newton W. Carr, Life, Galena Park, Tex.; James L. Feder, 
Jefferson Standard, Jackson, Miss.; Rob- Mutual Life, New York; Z. Willard Fin- 
ert E. Castelo, Northwestern Mutual, berg, Great-West Life, St. Paul; Louis J. 
Champaign, Ill.; Harry W. Castleman, Fink, Connecticut Mutual, New York; 
New_ England Mutual, Louisville; Lyle Mark F. Foster, Security Life & Trust, 
H. Cheney, New York Life, Pasadena; Greensboro, N. C.; Frank G. Francis, 
Sheldon B. Christenson, Mutual Benefit, Northwestern Mutual, Wilmington, Del.; 
Los Angeles; Edward S. Churchill, North- Louis Freedenberg, Home Life, New 
western Mutual, Hartford; Norman C. York; Richard G. Fuller, Southwestern 
Cooper, Northwestern Mutual, Greens- Life, Dallas; George M. Galt, Massa- 
boro, N. C.; Chauncey D. Cowles, Jr., chusetts Mutual, Pittsfield, Mass.; Abram 
Northwestern Mutual, Buffalo; Clarence L. Geller, Pacific Mutual, Houston; 
E. P. Crauer, Northwestern Mutual, Alex Gibson, New York Life, Birming- 
Poughkeepsie, N. Y.; S. Hume Crawford, ham; Henry Ginsberg, United Benefit 
Manufacturers Life, Toronto; James B. Life, New York; William S. Gober, South- 
Crowley, Mutual Benefit, Chicago; western Life, Jacksonville, Tex.; Leo. B. 
Charles A. Cummins, Equitable Life, Goldberg, Northwestern Mutual, Kansas 
Chicago ; Daniel E. Dean, Equitable City; R. Percy Goyne, Mutual Life, Con- 
Life, Philadelphia; W. R, Denman, Amer- way, Ark.; Harry Greensfelder, Jr., 
ican National, Texas City, Tex.; Arnold Equitable Life, St. Louis; H. W. Grosse, 
Domenitz, New York Life, New York; Northwestern National, Houston; Ernest 
Hugh K. Dougherty, New York Life, D. Haseltine, Jr., Northwestern Mutual, 





PROCTER AND GAMBLE 
HAS ALL KINDS OF 
“CLEAN-UP PLANS” 





MULTIPLE LINES 


LIFE AND ENDOWMENTS 


Annual—Single Premium 
SALARY SAVINGS 
ANNUITIES 


Annual—Single Premium 
Immediate & Deferred 


PENSION TRUSTS 


GROUP 
Comprehensive Coverage 


COMM. ACCIDENT & HEALTH 
Hospitalization 









Yes! P&G knows the value 
of variety! For face or 
flannels, dishes or dresses, 





hosiery or hair washing 





... from scrubbing the floors 
to brushing the teeth, 

Procter and Gamble has 
the answer to every 

clean up need! 











IS THE SPICE OF LIFE INSURANCE SELLING, TOO! 


More variety means more prospects, more prospects mean 
more sales...that’s the advantage of the “full sales kit” 
of General American Life. No doubt about it, a workman 
does better with a complete set of tools! That's a good 
deal of the success story of the General American Life man 
... because he’s the man with the plan for every need!... 
(from “clean-up plan” to a policy for a new-born babe!) 
... you're always in business with 
ae \efeatal - ? 

GENERAL AMERICAN LiFe INSURANCE COMPANY 


WALTER a 











Saint Louis 








Haverhill, Mass.; Ralph C. Hewitt, p 
tective Life, Florence, S. C.; Pay] 
mann, New York Life, Providence; Nor. 
man R. Hill, Northwestern Mutual, g 
tle; C. John Hoffman, Northwe 

Mutual, Seattle; Victor D. Hollana. 
Mutual Life, New York; Warren J. p,1 
wood, Jr., Great-West Life, Winn 

Virgil K. Howard, Pioneer Amerip! 
Life, Houston; Willis P. Howard, jj 
of America, Azle, Tex.; Rodney Hy 
Mutual Life Assurance, Toronto; ¥ 
K. L. Hurrelbrinck, Jr., Northwest, 
Mutual, Baltimore. 
* 





















Dean_ Y. Ishii, Prudential, Kap, 
Kauai, T. H.; Gustave Jay, IJr., indeper 
ent, Newark; William B, Johnson, Aime, 
ican National, Springfield, Mo.; hg 
B. Jones, Northwestern Mutual, 
land; Walter W. Jones, Mutual [is 
Pomona, Cal.; James P. Joyce, Ph 
Mutual, Holyoke; Elmer A. Junker, Neg 
York Life, Modesto, Cal.; Moise N, 
lan, Prudential, Atlanta; Julius H. Kap, 
love, Prudential, Union City, N. J. 

* * + 

Dan_A. Kaufman, Northwestern y) 
tual, Indianapolis; Harold C. K cn 
Home Life, Grand Rapids; Roy VY, 
yon, Home Life, Grand Rapids; W, Stey, 
art Kernohan, Manufacturers Life, %, 
ronto; Donald K. Kissinger, Massgach), 
setts Mutual, Decatur, IIll.; Ste 
Klarer, Northwestern Mutual, 
kee; Alex M. Knapp, Mutual 
Baltimore; Maurice J. Koch, Nort 
ern Mutual, Cincinnati; Ray H. K 
Northwestern Mutual, Pittsburgh; 
Kohn, New York Life, Ventnor, W, }, 
Fred E. Kramer, Ohio National, 
Pa.; Robert Kruh, Continental Ame 
ican, Newark. 















































































Lonnie Langston, Southwestern Lif 
Lubbock, Tex.; Robert A. Lauer, North 
western Mutual, Cincinnati; James ¥ 
Lawry, Northwestern Mutual, San Fran 
cisco; William F. Lee, Penn Muty 
Philadelphia; Mrs. Rae C. Levy, Jo 
Hancock, Dallas; H. R. Lindenberger 
Ohio National, York, Pa.; Edwin 
Lonie, Mutual Benefit, Elmira, QW, Y, 
Lee J. Loventhal, II, Northwestern My 
tual, Chicago; Milton A. Lowenbe 
Aetna Life. New York; Leo Lucas, North. 
western Mutual, Cincinnati; Harry ¥ 
Lyon, Fidelity Mutual, San Francisco 
Ralph A. MacGilvra, Northwestern My 
tual, Boston; Robert S. McClure, Jr, 
Connecticut General, Lancaster, Pa: 
Hancel M. McCord, independent, Dallas 
J. T. McCreary, New York Life, & 
Francisco; John L. McDowell, New Yor 
Life, New York; Kenneth L. McGooden 
Northwestern Mutual, McCook, Neb, 
Fred M. McGregor, Mutual Life Assur 
ance, Victoria. B. C.; Walter T. McIntosh 
New England Mutual, New York; Al 
fred E. McNeill, New England Mutual 
Pasadena; Bernard R. Madigan, Joh 
Hancock, Olean, N. Y.; William L. Mai 
bach. Connecticut Mutual, Peoria. Ill. 
J. Alan Maphis, Equitable Life, Wash 
ington: Edward C. Marget, New Eng 
land Mutual, Boston; Marcus D. Maso 
National of Vermont, New York; 
Raymond Massingale. Fidelity Mutu 
San Francisco; A. W. Mattenson, Pm 
dential, Chicago: Robert L. I 
Southwestern Life, Dallas; Benjamin | 
Micou. New England Mutual, Detroit 
Everett C. Miller, Penn Mutual, Denve 
George S. Miller, Mutual Benefit, Enein 
Cal.: J. D. Mingay, Prudential Assur 
ance, Toronto; Edward J. Mintz, 
York Life, New York; Sidney V. Mitchel 
Jr., Prudential, Los Angeles; John 7 
Moffitt, Northwestern Mutual, Asheborg 
N. C.: Carl G. Moore, Equitable Lif 
Pasadena; Guy E. Morrison. Northwest 
ern Mutual, Indianapolis; Mark C, Mu 
ler, Phoenix Mutual, New York: Stal 
lev N. Murphy, Penn Mutual, Nateh 
Miss.; Edgar J. Myers, Southwesteng 
Life, Fort Worth. 

* 











Ey 


* * 


Graeme D. Nicholl, Manufacturers Lif¢ 
Colombo, Ceylon; TT. Loehl OBrieg 
Massachusetts Mutual, Washington; J0 
seph F. O’Connor, Penn Mutual, Los An 














Life, Baton Rouge, La.; Nathan 
Paulus, John Hancock, Lafayette, In 
W. Henry Pendell, Penn Mutual Lif 
Saginaw, Mich.; Anthony Peters, J 


ters, Manufacturers Life, Toronto; 
S. Peters, Jefferson Standard, Denve 
Albert Phillipson, Northwestern Mut 
West Orange, N. J.; Verne K. Pitfie 
Great-West Life, Newark; George 
Plante, John Hancock, Cleveland; Wé 
ter T. Pleasants, John Hancock, 

Ill.; Giulo Pontecorvo, Connecticut 
tual, New York: Walter L. Pool, Linc? 
National, Norfolk. Va.; H. Frank Pool 
New York Life, Kansas City; Wilbur 
Pratt, Northwestern Mutual, Hartforl 
Leigh T. Prettyman, Northwestern Mi 
tual, Muskegon, Mich.: A. V. Pritchir 
Connecticut Mutual, Memphis; Wm. 
Pryor, Connecticut Mutual, Milwaukee 

x 


George K. Reynolds, Jr., Northwest 
Mutual, Lancaster, Pa.; Howard J. 
ard, New York Life. Boston: M. R. Ff 
bins, Mutual Life, Rocky Mount, \. 
Winston H. Robbins, Equitable Life, 
fayette, Ind.; Harry M. Roberts, Sou 
western Life. Dallas; Duncan S. Ré 
son, Canada Life, New York; J. Be 
Robinson, Canada Life, New York: 
R. Roby. John Hancock, Mansfield, 
Joe E. Russell, Pioneer American, * 


(CONTINUED ON PAGE 28) 
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Manufacturers Life 
Celebrates Its 
60th Anniversary 


Manufacturers Life celebrated 60 
years of continuous growth during its 
diamond jubilee production clubs con- 
ference held in Toronto. Representa- 
tives from all parts of Canada, the 
United States, Great Britain, and the 
West Indies, together with managers 
from other foreign fields including South 
Africa, Egypt, Hong-Kong and Singa- 








Advertising Manager J. P. Lyons, (left) 
and Andrew F. Waddell of Stratford 
(center) receive souvenir histories of the 
company from Assistant General Manager 
and Secretary R. E. Dowsett during Man- 
ufacturers diamond jubilee conference in 
Toronto. Mr. Lyons has served the com- 
pany in its head office since 1903 and now 
has the longest period of service of any 
member of the head office staff and Mr. 
Waddell, with 53 years in the field, has 
the longest record of any field man. 





pore, were present. It was by far the 
largest gathering in the company’s his- 
tory, with over 400 field men and more 
than 200 wives present. 

Speakers at the business sessions pro- 
vided a wealth of stimulating ideas on 








Claude Turner, assistant branch man- 
ager at London, Ont., whose infant son 
is insured under policy No. 1,000,000 re- 
ceives congratulations from President M. 
Ross Gooderham, K.C., of Manufacturers 
Life, whose father bought the first policy 
issued by the company in 1887. The pic- 
ture was taken during the company’s re- 
cent diamond jubilee convention. 





the sale of life insurance under widely 
varying conditions. Among the high- 
lights of the entertainment program 
were a garden party on the spacious 
home office grounds, attended by more 
than 1,200 people, a trip to Niagara 
Falls, banquets for both the men and 
women which were attended by all head 
office personnel as well as by the visi- 
tors, a golf tournament, a tour of the 
Canadian national exhibition and a con- 
spitting grand ball at the Royal York 
otel. 

The diamond jubilee occurred in the 
Same year in which Manufacturers Life 
passed the billion-dollar mark in busi- 
ness in force and in which it issued 
Policy No. 1,000,000. As a souvenir 
those in attendance were given copies 
Of a newly published history of the 
company entitled “The First 60 Years,” 





with token presentations being made 
by R. E. Dowsett, assistant general 
manager and secretary, to A. F. Wad- 
dell of Stratford, the agent with the 
longest period of service—53 years—and 
to J. P. Lyons, advertising manager, 
the salaried employe longest in the com- 
pany’s service. 

This was the first production club 


conference since before the war and 
provided a welcome opportunity for the 
renewal of old friendships and the 
making of new ones among the many 
who were attending their first conven- 
tion. It was notable, also, because the 
overseas delegation of 82 was the larg- 
est ever to attend a company gather- 
ing. Among the interesting personal- 


ities present were Lieut.-Col. E. J. R. 
Mitchell, O.B.E., branch manager at 
Hong-Kong, who was in command of 
the Hong-Kong volunteer defense corps 
during the fighting that preceded the 
capture of that colony by the Japanese 
in December, 1941, and S. M. Lowrie, | 
branch manager at Singapore, both of 
whom spent several years as prisoners 














“COME RIGHT IN” 


Because every man wants his children to have the 












best possible chance in life, juvenile and education coverage easily and quickly 


opens the door to insurance. interviews. It is an appeal hard to turn down and 


quite often the by-product is a sale to an adult. 


State Mutual’s many life and endowment contracts especially designed 


to cover juvenile needs start at age 0 and include Return Premium to age 5 and 


to age 10 and Payor Agreement with death only and death or disability. 


An old company with a youthful outlook, State Mutual has in its juvenile 


contracts a powerful aid for opening sales doors. In the field of juvenile as in 
others, STATE MUTUAL IS DOING THINGS. 
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No one knows better than the successful broker 





the importance of the efficient use of time. That is why brokers 
recognize so quickly the convenience and efficiency of working 
with Connecticut General and having available all forms of per- 
sonal insurance from one source. They find that Connecticut 
General’s “extra man” service means prompt help on illustra- 
The 


tions of specific contracts and technical information. 


broker asks for what he needs and gets it. 


He finds that Connecticut General men want to and 
know how to render a real broker’s service. If you haven’t tried 


it, call your nearest Connecticut General office. 


CONNECTICUT 
GENERAL 


LIFE INSURANCE COMPANY 
HARTFORD, CONNECTICUT 


BETTER SERVICE 
THROUGH BETTER MEN 


LIFE INSURANCE. ACCIDENT ANO 
HEALTH INSURANCE, SALARY 
ALLOTMENT INSURANCE ANO AN- 
NUITIES, ALL FORMS OF GROUP 
INSURANCE ano GROUP ANNUITIES 











REINSURANCE 


LIFE — ACCIDENT — HEALTH 









ALLIANCE Lifer 


Ray E. Button, Reinsurance Director 


NSURANCE COMPANY 


Chicago 




















Provident Mutual Average 
New Policy Now $6,800 


An average new policy size of $6,800, 
a close correlation between applicant’s 
age and size of policy, a highly favor- 
able voluntary terminations record and 
a new high in percentage of annual pre- 
mium business were reported by Henry 
Bossert, Jr., assistant manager of agen- 
cies, Provident Mutual Life, in his 
discussion of company developments at 
the French Lick regional conference, 








Chairmen of meetings: Willard Ewing, 
general agent at Chicago; Vice-president 
W. K. Wise; A. G. Shoptaugh, general 
agent at Indianapolis; and W. L. Rotz, 
general agent at Decatur. 





first of a series being conducted by 
Provident. 

“A quarter century ago our average 
new policy was $3,200,” he said. “A de- 
cade ago it was $4,100. Last year it 
was $6,500 and this year it is running at 
approximately $6,800. Provident Mu- 
tual has one of the largest average poli- 
cies in the business today. 

“There is an interesting sidelight on 
the average policy. It increases with the 
age of applicant. At ages under five the 
average policy last year was $1,800; at 
ages 5 to 9 it was $2,500; it did not get 
above $3,500 until the twenties. Between 
ages 50 to 54 the average reached a 
peak of $8,800. 


Trend in Persistency 

“Another trend is in the persistency 
of business. Seven years ago our per- 
centage of voluntary terminations was 
3.2% of insurance in force and never in 
the history of the company had it been 
as low. But each year thereafter until 
1945 it kept going lower and lower until 
it was just a shade more than 1%. Since 
1945 it has been rising again, but it is 
still a verv excellent record relative to 
the experience of the business as a 
whole.” 

Mr. Bossert said that another signifi- 
cant fact is that the percentage of an- 
nual premium business was never so 
high as it is today. A normal percentage 
used to be about 50% to 75%. Today it 
is at the previously unheard of level of 
61%. There is a relationship between 
this fact and good persistency, he said. 

The average annual production of 
agents is also significant, he said. In 
1946 the average for full-time agents 
who had been licensed 18 months or 
more was $170,000. Considering that 
this included agents of all ages, all de- 
grees of ability, and all types of terri- 
tory it is a remarkably high average, 
he declared. 


Importance of the Agent 


W. Henry Blohm, general agent at 
Cincinnati, completed the opening meet- 
ing with a discussion of the importance 
of regional meetings based on the im- 
portance of the agents who attend them. 

“A concrete example of the prestige 
enjoyed by the insurance man was 
brought recently to light in a survey 
conducted to determine what profession 
stood highest in its service to the com- 
munity,” Mr. Blohm said. “It showed 
that the life insurance agent had made 
the greatest increase in prestige during 
the last 10 years. He now stands among 
bankers, lawyers, and doctors as a real 
servant to the people in his community. 

“No matter how we look.at it, life in- 
surance is essentially a business of 
people and not a business of things. 


Money, and the security it can bring jg 
what we buy and sell, but it is People 
who effectuate that money. Other bygi. 
nesses owe their successes to their log. 
tions, their manufacturing PTOceEsses 
their positions in the competitive mar. 
ket. We owe our success to the STeatest 
commodity of all, the confidence 9 
people.” 


CITES NSL LAPSES 


W. E. Creery, associate insurance gy. 
pervisor, assured his listeners that the 
underwriters were following as closely 
as possible the advice given them by 
C. J. Zimmerman of L.I.A.M.A, at, 
meeting of the Home Office Life Under. 
writers Assn. to “make decisions 
promptly, give reasons for decisions, ang 
have confidence in the field force.” 

Mr. Creery cited the NSLI lapse rate 
and said the record indicates clearly tha 
unless insurance is intelligently sold to 
cover a need it will not stay in force no 
matter how low the premium. The 
NSLI lapse experience was happening 
when lapses of private companies were 
at an all-time low, he pointed out, 

S. P. Quarles, general agent at Kan. 
sas City, suggested specific methods of 
keeping a constant supply of prospects 
in the file. 

“Prospecting is the process of locating 
and meeting the right type of people 
with whom you can get along; develop. 
ing your relationship with them to the 
point that you can induce them to buy 
life insurance, and maintaining a te 
corded inventory of progress throughout 
all stages of the process. 

“Being friendly, making new contacts, 
liking people, and having a sincere in- 














Agent speakers included R. T. Wright, 
Kansas City; S. P. Quarles, general agent 


at Kansas City; W. R. Moore, Decatur, 
Ill., agency, and W. Henry Blohm, gener 
agent at Cincinnati. 





terest in them is America’s greatest ma 
tional pastime. Everyone spends a cot- 
siderable amount of time, whether heis 
in the life insurance business or not, i 
being sociable. When we make it @ 
chore, it becomes repugnant. Why not 
simply enjoy this happy privilege to 
greater extent in our business life? 


Questions for Centers of Influence 


“Ask your centers of influence these 
two questions: ; 

“If you were to enter the life insur 
ance business, on whom would you m 
your first call? ... Why would you 
on him?’” ; 

W. R. Moore, leading producer in the 
central Illinois territory, also offer 
some helpful prospecting suggestions. 

“To me, there are three indispensal 
tools for good prospecting: unobtrusive 
curiosity, centers of influence, and com- 
munity prestige,” Mr. Moore Sal 
“These are the knife, fork and spoon of 
prospecting. 

“I know that in order always to have 
a hopper full of prospects I must talk to 
a lot of qualified people. In order to fin 
these people it is necessary to be uno 
trusively curious about everything ¢ 
goes on around me. Remember the 
legend of Diogenes roaming the streets, 

(CONTINUED ON PAGE 25) 
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ExpectCongressional 
Fight Over Truman 
Health Cover Plea 


WASHINGTON — A battle in Con- 
gress is expected as a result of President 
Truman’s Labor Day recommendation 
of broadened social security and “ade- 
quate” health insurance. Said the Pres- 
ident: ; : 

“Our social security system can and 
must be broadened by extending its 
benefits to a greater number. Nor can 
we long delay, without incalculable loss 
to the nation, the establishment of an 
adequate system of health insurance. 


A.L.C. to Hear Talk 
on Atomic Energy 
and Insurance 


“Atomic Energy and the Life Insur- 
ance Industry” will be the topic of an 
address by Norman J. Holter, president 
Holter Research Foundation, Helena, 
Mont., at the annual meeting of the 
American Life Convention, at the Edge- 
water Beach Hotel, Chicago, Oct. 6 to 
10. Mr. Holter will speak at the final 
session, Friday morning. 

The first general session of the con- 
vention will be held Wednesday morn- 
ing, Oct. 8, and will be opened by Presi- 
dent Dwight L. Clarke, who is __ presi- 
dent of Occidental Life of California. 
Then Robert L. Hogg, executive vice- 
president and general counsel of the 
convention, will present his annual re- 
port. The session will also include an 
address by the president-elect of the 
National Assn. of Life Underwriters. 

At a luncheon Dr. Henry C. Link, 
vice-president of the Psychological 
Corp. of America, will deliver an ad- 
dress on, “How to Sell Americanism to 
Americans.” Among the speakers Wed- 
nesday afternoon will be Commissioner 
Thompson of Oregon, president of the 
National Assn. of Insurance Commis- 
sioners. 

Other details of the program will be 
announced soon by the program chair- 
man, R. B. Richardson, president, West- 
ern Life. 


Va. Wins “All-Southern 
Feud” of N. W. Mutual 


Virginia won the Northwestern Mu- 
tual Life All-Southern Feud this year. 
This is an annual contest staged dur- 
ing June, July and August to overcome 
the customary summer slump in pro- 
duction. Tennessee won it last year. 
The contest is based on number of lives, 
volume of business and percentage of 
quota written. 

The winning agents of the Virginia 
agency of W. Tolar Nolley at Richmand 
were Miss Cara Rovall, Newport News; 
Howard Goldman, Richmond, and Mor- 
tris Abernathy, Norfolk. Leaders of the 
agencies in the four states were to be 
honor guests of the general agents at a 
victory meeting at Hot Springs, Va., 
Sept. 2-6. Home office officials slated to 
be present were Philip K. Robinson, 
vice-president, and W. B. Minehan, ex- 
ecutive assistant. 

Production of the four competing 
aegncies this year surpassed that of 
Many previous years. All the agencies 
exceeded their anota. Georgia rated sec- 
ond this year. Tennessee was third and 
North Carolina fourth. 


Errors in Bank Loan Article 


_ The article “Bank Loans to Buy Pol- 
lies Again Popular With Wealthy” in 





the Aug. 8 issue contained two errors 
Which made some of the computations 


come out w , 
unob- rong. However, they do not 


described. 
a 


nvalidate the attractiveness of the plan 
The example given assumed 
bank loan interest rate of 3%. The 
ntended figure was 2%, although even 
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a rate somewhat higher than 2% would 
still leave the proposition a profitable 
one. 

The paragraph showing the results of 
liquidating the outstanding loan at the 
end of 10 years should have read as 
follows: “If for some reason the policy- 
holder should want to get out of the 
plan at the end of 10 years he can liquid- 
ate the loan by cashing in the policy and 
additions and have left approximately 
$9,000 of paid up life insurance or cash 
of approximately $6,000. On the other 
hand, should he carry through to age 
65 his total paid-up insurance would 


then be approximately $125,000 at which 
time he could liquidate his loan and have 
left better than $30,000 of paid up insur- 
ance or approximately $23,500 of cash 
with a call on very favorable life income 
values.” 


his clientele being chiefly physicians, 
and Mr. O’Connor spoke on his work 
habits, sources of business and general 
method of operations. 

Considerable discussion developed on 
the current growth of mass selling. 
Viewpoints for the against the plan 
were presented. 

At the next meeting, Hugh C. Daugh- 
erty will talk on “Mental Attitude” and 
Sam Neal on “Eighteen Years of In- 
surance Selling and Servicing in Bev- 
erly Hills,” covering both general in- 


surance and life insurance. 
; 
% we 





Hear Stephens, O’Conner 


Barry B. Stephens and Joseph O’Con- 
ner, both of whom have qualified for the 
Million Dollar Round Table, spoke at a 
meeting of the Los Angeles Quarter 
Million Dollar Round Table. Mr. 
Stephens told of his technique of selling, 
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Lawyer Gives Views on 
Dealing with Commissioners 


NEW YORK-—Statements in a re- 
cent NATIONAL UNDPRWRITER editorial 
entitled “Dealing With Insurance Com- 
missioners” have prompted Albert Hirst, 
New York attorney and counsel of the 
New York State Assn. of Life Under- 
writers and other insurance groups, to 
take some exceptions. 

The commissioner whose remarks 
} were quoted in the editorial stated that 
’ “he would go a long way with anyone 
who was open and above board and 
did not try to deceive him.” 

This is nothing new, Mr. Hirst points 
out. Everyone knows that it is more 
effective to make an,.approach in this 
way than to try tricks. The only really 
dumb fellow is the one who is too 
| smart. But if this is true of the layman 

who is appearing before an administra- 
tor, it is also true of the administrator. 
Why, Mr. Hirst wonders, should the 
administrator put the burden of being 
frank and open altogether on a member 
of the public? 

The editorial also stated: “This com- 
missioner regretted when a company 


would send-a lawyer to his office when 
the question involved had no legal as- 
pects.” 

Whether the layman is to be repre- 
sented by an attorney or not is distinctly 
something that should be decided by 
him and not by the commissioner, Mr. 
Hirst declares. Under the constitution 
everyone has the right to decide this 
question for himself. It is the height of 
impropriety for any official to take the 
attitude, implied or otherwise, that he 
will discriminate because the person ap- 
pearing before him is represented by 
counsel. 


Charges Advantage Taken 


On the other hand, “we have had in 
recent years ample experience with pub- 
lic officials who deliberately discouraged 
employment of lawyers and then took 
advantage of members of the public who 
were unprotected,” Mr. Hirst stated. 
No administrator of justice or adminis- 
trator of any supervisory department is 
helped a bit if the public gets the im- 
pression that advantage is taken of a 











Just Where Do We Stand 
On “Agents’ Retirement”? 





... and decided that the 


cobbler’s children 
should wear shoes! 


E BELIEVE that the men and women who devote 

their full time and talents to life insurance selling 
should have the opportunity to achieve the same degree 
of financial independence they offer their clients. 


Our Agents’ Retirement Plan gives more than lip service 
to this belief. The plan, which is optional, is based upon 
regular deposits by the agent which are duplicated by the 
company. Regular retirement income, provided mini- 
mum service requirements are met, can start as early as 
age 55. Lifetime renewals, which continue after retire- 
ment, supply additional “take-it-easy” dollars. 


Yes, when it comes to the agents’ retirement question, we 
believe that the cobbler’s children should wear shoes! To 
further this concept, we'll gladly send details of our own 
plan to any company which may be considering a similar 


program, 


@ This is the fifth in a series 
of advertisements present- 
ing ONE company’s opinions 
on the subject of “career 


underwriting.” 
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member of the public if he appears with- 
out an attorney. 

Any public official who tells the pub- 
lic that it should not retain counsel 
creates a suspicion against himself, Mr. 
Hirst believes. This is especially true 
of an insurance commissioner who is of 
course surrounded by legal talent. 

Regarding the question of “political 
attorneys”, no one, insurance company, 
agent, broker or lawyer likes to hire 
political counsel, Mr. Hirst said. It is 
usually done only when the people feel 
that they need the protection of a poli- 
tical lawyer. 

Any commissioner who finds himself 
confronted frequently by political coun- 
sel is automatically suspect, Mr. Hirst 
declared. Maybe he so behaves himself 
that people decide they need political 
counsel for their protection. Such com- 
missioner should search his own heart 
to see if he has always been fair and im- 
partial and always resisted political pres- 
sure, Mr. Hirst suggested. 

“As far as I personally am concerned, 
I frequently deal on behalf of a client 
with bureaus and departments. I have 
usually found that I could get along per- 
fectly with officials, not infrequently 
even in cases where clients had difficulty 
in getting along with them. 

“T have never met a commissioner of 
the. type referred to in the editorial. 
I have never found a public official who 
discriminated against a client because 
he had legal counsel. 


Such Comments Frequently Made 


“Unfortunately, comments like the 
ones in the editorial, that the public 
should not retain counsel, frequently 
are made by public officials. The or- 
ganized bar resents all such statements 
as a slur on the profession and a dis- 
tinct disservice to the public,” Mr. Hirst 
declared. ; 

“This is a free country,” he said. 
“This means that it is a country where 
courts enforce the law, and courts can- 
not enforce the law unless they are ad- 
vised by skilled counsel, each one repre- 
senting one side. If the bar is destroyed, 
the courts are destroyed, and if the 
courts are destroyed, freedom is gone. 

“I would not have commented if the 
question had been one only of retaining 
counsel in appearances before insurance 
commissioners, but the implications of 


,the commissioner in the editorial reflect 


an attitude altogether too apparent 
among government department and bu- 
reau officials in recent years.” 





Insurance Case May Touch 
Off Supreme Court Feud 


An insurance case may supply the 
spark to set off the long dormant feud 
between Supreme Court Justices Jack- 
son and Black this fall. Like the 1945 
portal-to-portal mine pay case which 
brought Justice Jackson’s denunciation 
of his colleague, this case also involves 
a suit in which Justice Black’s former 
law partner, Crampton Harris, is inter- 
ested. 

As counsel for Jackson Securities & 
Investment Co. of Birmingham, Mr. 
Harris is asking the Supreme Court to 
review the company’s claim that it is 
entitled to a fee for its services in get- 
ting a tenant for the property owned by 
Prudential. The court is expected to 
announce at the beginning of its new 
term in October whether it will grant a 
review. Prudential’s position is that the 
case presents no question of public im- 
portance but involves only the inter- 
pretation of specialized contracts be- 
tween companies. 

If the court grants a review and Jus- 
tice Black refuses to disqualify himself, 
he may well draw another blast from 
Justice Jackson. 





UN to Seek Insurance Loan 


The United Nations will ask Ameri- 
can insurance companies for a loan of 
$25 million to be used in the construction 
of the future world capital of the United 
Nations in New York City. 





Institute “Ad” 
Campaign to Stress 
Agents’ Service 


Institute of Life Insurance is extend. 
ing for another year its family welfare 
advertising program and will now fea. 
ture the services of life agents. 

First advertisement of the program 
will appear the week of Sept. 8, with 
1,000 line ads scheduled to run in alter. 
nate weeks until the first week of June, 
1948. These advertisements will be car. 
ried in 378 daily newspapers in 239 
cities throughout the country. They 
will appear in cities of 50,000 and over 
and in those cities of 35,000 and over 
where there is a local life underwriters 
association. 

The farm audience will be reached 
by the use of five farm magazines with 
a combined circulation of 6,800,000, 
Total circulation of the newspapers and 
farm papers to be used is about 42, 
000,000. 

The new campaign continues the pub- 
lic service aspects which have evoked 
enthusiastic comment by leaders in 
many fields. 


“Get in Touch With Agent” 


Edch in the series, signed by the “Life 
Insurance Companies and Their 
Agents,” will carry a special message 
on the theme “How to Plan for Family 
Happiness,” with the agent presented 
as the best one to turn to for advice 
and aid in this planning. “The person 
best equipped to help you with this is 
the well-trained life insurance agent, 
Get in touch with your agent, or write 
your life insurance company,” is the 
concluding statement in each advertise- 
ment. 

Several advertisements will be de- 
voted entirely to the agent’s service in 
family financial planning. 

Agents will have available through 
their companies reprints of each of the 
advertisements in the series. These re- 
prints have been used in the past, up to 
1 million or more in the case of some 
advertisements. 


Conn. Mutual Apartment 
Building to Be Larger 


HARTFORD — Volume of applica- 
tions for tenancy in. the apartment 
house being erected for Connecticut 
Mutual Life has been increasing stead- 
ily, although the five-story structure is 
not expected to be finished before next 
April. No assignments have been made 
as yet, according to F. J. Berle, vice- 
president in charge of mortgage loans. 

The projected number of units has 
been increased from 81 to 84. There 
have been no delays of any consequence 
in construction. Local contractors nd 
labor are being used as far as possible, 
although some mechanics had to 
called in from outside areas. The build- 
ing is to be. entirely. fireproof, with a 
brick and limestone exterior. The only 
apartment house now under construc- 
tion in Hartford, it will have the most 
modern conveniences possible and as 
part of the rental cost, electricity and 
gas will be furnished by the manage- 
ment. 





Habbe with Conference Board 


Dr. Stephen Habbe, research ass0- 
ciate of L.I.A.M.A., has been appointed 
senior research specialist with the Na 
tional Industrial Conference Board, New 
York City. He is the first psychologist 
ever employed by the 31-year-old fe 
search organization, whose subscribers 
include 55 life insurance companies. His 
new duties will involve studies and suf 
veys in problems of business economics 
and business mangement. 

Dr. Habbe is known for his develop- 
ment of job satisfaction studies among 
life agents, a project initiated by 
L.IA.M.A. Prior to joining the associa- 
tion in 1943 he was with the Department 
of Justice. 
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yill hold its annual conference at the 
Hotel New Yorker Sept. 23-21. 
will meet Sept. 23. 

Morning Session, Sept. 24 


General chairman, Se bs Kneil, vice- 
session chair- 


nt Reliance Life; 
a. Cc. Clark, associate actuary, 
Equitable of D. C. 
Address of welcome, C. M. Shanks, 


resident Prudential. 

presidential address—“The Challenge 
of the ‘New Prosperity,’” H. W. Fos- 
kett, financial vice-president Equitable 


of Iowa. ‘ 
“Training Supervisors Today for the 
Responsibility of Tomorrow,” R. J. W. 
QToole, partner, Edward F. O’Toole 
and Associates, New York. 

Afternoon 
Session chairman, I. I. Reeve, plan- 


ning and coordinating director Pacific 
Mutual. 

“The Law of Intelligent Action,” W. J. 
Reilly, career consultant, New York. 
“Organizing and Conducting the Re- 
gional Meetings of Policyholders,”’ J. A. 
Mayer, secretary Penn Mutual. 
“Policyholders’ Service—Home and 
Field Office,” W. T. Johns, secretary 
Mutual Life. 

Discussion. 

Reception and cocktail party. 


Morning Session, Sept. 25 


Session chairman, P. K. Robinson, vice- 
president Northwestern Mutual. 
“Inspection Techniques and Evalua- 
tion of Office Operating Departments,” 
Cc. B. Laing, second vice-president Pru- 
dential. 

“Trends in Home Office Buildings—New 
Structures and Remodelings,” i 
Angilly, consulting architect (insurance 
buildings), New York. 

“Development and Use of a Life Office 
Business Library,’”’ Miss Elizabeth Fer- 
guson, librarian Institute of Life In- 
surance. 

Afternoon Session 


Exhibit of office machinery and equip- 
ment. 

Committee meetings— Accident and 
health methods and procedures, eastern 
and midwestern office planning and 
equipment (joint meeting). 


Industrial Seminar 


Session chairman; J. E. Rowe, assist- 
ant vice-president Metropolitan Life and 


chairman industrial insurance office 
methods committee. 
“Industrial Office Methods Bulletin,” 


G. C. Clark, associate actuary Equitable 
Life of D. C. Discussion. 

“Branch Office Manuals,” C. C. Hamlet, 
secretary Home Security Life. Discus- 
sion. 

“Retention of Industrial Policy Rec- 
ords,’ Frank Pinque, vice-president and 
comptroller Colonial Life. Discussion. 
_“Application of Punch Card Account- 
ing Machines,” Frank Beebe, general 
manager, industrial policy department, 
Prudential. Discussion. 
“Distribution of General Field Ex- 
Denses—Departmental and Functional,” 
John Simpkins, assistant manager ex- 
pense bureau Metropolitan Life. Discus- 
oT Special Exhibit—Industrial Port- 
olios, 





Morning Session, Sept. 26 


Session chairman: O. Jennings Davis, 
secretary National Life & Accident. 
“Institutional Research in the Field 
of Management Techniques,” Virgil Jor- 
fan, president National Industrial Con- 
ference Board. “Developments in Office 
Methods and Machinery During the Past 
Year," R. A. Mangini, manager planning 
department John Hancock Mutual. 
Electronic Sequence Controlled Cal- 
culating Machinery, and Applications in 
Insurance,” E. C. Berkeley, chief re- 
search consultant Prudential. 

“Post-War Problems in Branch Office 
Operations,” G. Egerton Brown, assist- 
ant comptroller, Sun Life of Canada. 
Discussion. 


Afternoon Session 


Session chairman: R. R. Lounsbury, 
president Bankers National Life. 

i Report of the Clerical Salary Studv 
~ommittee,” L. W. Ferguson, research 
fection field training division Metro- 
Dolitan Life. 









Report of L.O.M.A. Cost Committee: 
Review of Current Year’s Activities, 
- J. Adams, chairman, secretary Can- 
ada Life: “Premium Collection Costs.” 
weorge Aitken, secretary Great-West 
Life; “Overall Cost Ratios.” Richard 
Boissard, president National Guardian 
Life; “1947 Functional Cost Studies: 
Policy Issue—Death Claims—Selection,” 
¥. McCall Hughes. comptroller Mutual 
Lite: “Manual of Procedure—Life Office 
“st Accounting.” R. R. Benjamin, as- 
Sistant actuary Metropolitan Life. 
Discussion. 

There will be facilities for visits to 


Ome offices of member companies in 


The Life Office Management Assn. 





L.O.M.A. Program Completed 


For Annual Convention 


the New York City area. There will also 
be a luncheon for wives of members, 
but in place of a program for that 
group, a suggested entertainment itiner- 
ary will be provided. 





Hundreds of sales ideas in The Acci- 
dent and Health Bulietins, Write The 
A. & H. Bulletins, 420 E. 4th St., Cincin- 
nati 2, Ohio. 


Metropolitan Life 
Reprints L. A. Lincoln Talk 


“The Place of Research in American 
Life,” an address which President L. A. 
Lincoln of Metropolitan Life gave be- 
fore the San Francisco chamber of 
commerce May 15, has been reprinted 
and distributed by Metropolitan Life. 





Ohio State Honors Adams 
Ohio State Life agencies are conduct- 

ing a two-month campaign in honor of 

Claris Adams, president. The campaign 


committee is headed by R. G. Leuzinger, 
Columbus general agent, chairman, and 
J. Earl Pullen, Toledo, secretary. 





Columbus Managers Advance 3 

F. W. Merselis, Sun Life of Canada, 
has been named vice-president and R. 
P. Stieglitz, New York Life, treasurer, 
of the Columbus Life Managers and 


General Agents Assn. V. C. Smith, 
Equitable Society, has been chosen 
trustee. Changes were necessary be- 


cause of the transfer of H. J. Prouty, 
Travelers, from Columbus to Peoria. 
He was vice-president. 











hamburger fourteen different ways. 
advancement has kept pace with his efforts and ability. 
“Three years ago Mr. Greely made himself heard again and we moved farther 
Fhe promoted to General Agent at San Francisco. This time we 
couldn’t throw our things into the back of the car, although it was a much 
larger one. We had to hire a van. Figuratively speaking, Bob dropped into the 
center of the city and wrote a million of business the first year. So, I didn’t 
have to cook hamburger - the steaks in our larder supplied a more inviting and 
appetizing repast. 
‘The years have been good to us. In addition to our material gains we are the 
richer for two redheaded boys, Sandy, who is seven, and Thad, just turned eleven. 
The boys will enter the Military Academy at Palo Alto this year. Although 
shows a slight preference for a career as a fireman, Thad hopes the 
my will offer an insurance selling course. Who knows - the name 
‘Bowman’ may be on the door of the San Francisco Agency for years to come? 
If either of the boys decides to follow in his Dad’s footsteps it will be with 
Minnesota Mutual. After all, they were brought up in good company. 
“I thank whatever gods were watching over our particular destinies in 1931 
for guiding us to Minnesota Mutual”. 


West. Bob ha 
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THE MINNESOTA MUTUAL LIFE INSURANCE COMPANY 


Saint Paul 1, Minnesota 


| want to know how Bob Bowman does it. | may be interested. 


No obligation to me, of course. 
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MRS. R. L. BOWMAN 








“I have fond memories of that red letter day sixteen years ago when Bob and I 
packed a few worldly possessions in our decrepit Ford to follow Horace Greeley’s 
advice to the young and ambitious - ‘go West’. It was the start of an adventure 
that has challenged us ever since. We were on our way to a new job - a new 
life - at San Antonio, Texas. 
‘Just out of college, and newly married, the degenenion year of 1931 held small 
terror because we had the anchorage of a jo 

potentialities were vague. 
“‘Bob’s first work assignment was to learn the company’s Organized Sales Story 
(‘Granddaddy’ of the current edition), while I settled down to learn to cook 

ood fortune beamed upon us, for Bob’s 


awaiting us, even though the 


R.L. (Bob) Bowman inherited the ‘show me’ characteristic of his Missouri forebearers. His personal experience In the use of 
Organized Sales Plans has supplied every proof he demanded that these exclusive Minnesota Mutval sales accelerators ore 
the foundation upon which to build a successful life underwriting career. Bob is a Millionaire member of the “M" Club and in 
1947 Is receiving 10% of his first year commissions in extra CLUB CREDITS as a quality award. 


The Minnesota Mutual 


Life Insurance Company 
SAINT PAUL 1, MINNESOTA 


Organized 1880 
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I'wo Sides to Every Question 


There are always two sides to every 
question. This is borne out by the 
comments in the current issue, in which 
an able member of the New York bar 
takes exception to an insurance commis- 
sioner’s reference to attorneys as dis- 
cussed in a recent editorial. 

The other side is that in appearances 
before insurance commissioners or any 
other government bureau, whether a 
man is guilty or innocent, he igs appear- 
ing in a place that may be unfamiliar 
to him, under circumstances which are 
apt to fluster him, and he is often apt 
to make statements which prejudice his 
case. 

Only the layman can decide whether 
he wants to be represented by counsel 
or not, but since there are likely to be 
two sides to any question brought be- 
fore a governmental department or bu- 
reau, it is hardly within the province 
of the insurance commissioner to de- 
cide that the man or company or organ- 
ization appearing before him does not 
need counsel and to imply that there 
is a prejudice against the layman’s case 


if he does appear represented by coun- 
sel. To say in advance that a matter 
has no legal aspects is assuming an 
omniscience even the most capable in- 
surance superintendent is unlikely to 
possess. 

Attorneys believe they can represent 
the interests of a layman better than 
he can before a judicial or administra- 
tive tribunal where the layman’s inter- 
ests may be in jeopardy. It is their 
business to know the client’s rights and 
the limits of the tribunal’s authority. 

Governmental agencies under the New 
Deal did not like it when members of 
the public with whom they dealt were 
represented by lawyers. They had more 
success with the unrepresented client. 
Later on when he went to an attorney, 
his case frequently was so badly messed 
up that little or nothing could be 
done. Many of the governmental agen- 
cies under the New Deal preferred to 
pursue their own course and reach their 
own objectives without interference 
from dJawyers who would have under- 
stood and protected their client’s rights. 


Another Chance to Fight Inflation 


This week the government started 
paying out millions of dollars to redeem 
the terminal leave bonds held by vet- 
erans. The effect of throwing all this 
money into the economic machine at a 
time when there is an oversupply: of 
money is bound to be inflationary. If 
all those having bonds redeem them the 
available cash would be more than $2 
billion. Most of it would quickly flow 
into channels of trade. 

Travelers “Protection” recommends 
that agents urge veterans to hold on 
to their bonds until they need the 
money for some really useful purpose, 
such as converting his NSLI into a 
permanent form or buying a house or 
setting himself up in business. 

In-addition to these constructive sug- 
restions made by Travelers, however, it 
would seem additional life insurance 
might be a good place to put some of the 
money. Paying premiums is one form of 


spending that is not inationary. There is 
an additional by-product, moreover, that 
should not be overlooked: Every time 
an agents sits down and does a real sell- 
ing job, whether he makes a sale or not 
he adds measurably to the prospect’s 
financial education. Afterward the pros- 
pect may sigh for his carefree, irre- 
sponsible past, but when he gets through 
talking with a good agent he has grown 
up a little, financially. Even if he buys no 
insurance he is hardly likely to rush 
out and fling his new-found wealth 
around with the same unthinking 
abandon that he would have had he 
not been subjected to an intensive course 
in personal economics. 

In the aggregate the efforts of life 
insurance agents should have a_ bene- 
ficial and sobering effect on those who 
would otherwise unhesitatingly contrib- 
ute their hard-won dollars to the in- 
flationary spiral. 








PERSONAL SIDE OF THE BUSINESS 





Harvey B. Apperson, for several years 
a member of the Virginia corporation 
commission in charge of insurance, has 
been named attorney-general of Vir- 
ginia, succeeding Abram P. Staples, who 
goes to the supreme court of appeals. 

Miss Marilyn Swartzel and Joseph 


R. Bixby were married Aug. 28 at St. 
Andrews Episcopal Church in Kansas 
City. Mr. Bixby is the son of W. E. 
Bixby, president of Kansas City Life, 
and grandson of the late J. B. Reynolds, 
one of the founders of the American 
Life Convention. Following a brief 


honeymoon trip, the couple will return 
to Kansas City, where Mr. Bixby will 
resume his work in the new business 
department of Kansas City Life. 

The achievement of R. O. Browning, 
agent of Pilot Life at Burlington, N. C., 
in completing 30 
years of consecu- 
tive weekly pro- 
duction was. the 
subject not only of 
a news item but of 
a lengthy editorial 


in the Burlington 
“Daily Times- 
News’’. Mr. 


Browning’s_ record 
was topped off by 
writing 30 applica- 
tions during the fi- 
nal week  repre- 
senting $60,500 in 
protection. He and 





R. O. 


Browning 
Mrs. Browning were guests at a dinner 
given by company officials, agents and 
friends. 

Harry J. Stewart, executive vice-presi- 


dent West Coast Life, has been ap- 
pointed to succeed Arthur S. Holman, 
retired, as insurance member of the San 
Francisco city employes retirement sys- 
tem. This system is operated on the 
same basis as a legal reserve life com- 
pany and complies with the same re- 
quirements. Mr. Stewart, who has been 
in life insurance all of his business 
career, both in office and field, is one 
of the youngest chief executives in the 
country. 

Henry A. Bedell, district manager of 
Prudential at Union, N. J., was honored 
“here on his 25th anniversary with thr 
company. Joseph F. Kiley, superinten- 
dent of agencies at the home office, pre- 
sided. 

Raymond W. Simpkins, agency con- 
troller of Connecticut Mutual, heads the 
budget committee of the Greater Hart- 
ford Community Chest. Kenneth R. 
Lee, assistant treasurer of Travelers, is 
a member of the committee. Jesse W. 
Randall, president of Travelers, is chest 
president. 

Louis I. Dublin, second vice-president 
and statistician of Metropolitan Life, 
has an article in the September “Amer- 
ican Mercury” on “Salvaging Damaged 


Lives.” This is a discussion of the 
tuberculous, cardiac, blind, mentally 
afflicted and crippled in the United 


States and the work that is being done 
for them by various agencies, private 
and public, including rehabilitation cen- 
ters. 

John A. Stevenson, president of Penn 
Mutual Life, has been appointed by Gov. 
Duff as a member of the committee to 
cooperate with the joint state govern- 
ment commission in studying education- 
al facilities. The committee will make 
a survey of education in Pennsylvania 
and recommend legislation to the 1949 
general assembly to improve the state’s 
school system. 

Arthur S. Holman, who has just re- 
tired as manager of the San Francisco 
office of Travelers, was guest of honor 
at a testimonial dinner. His 43 years’ 
service were reviewed and his many con- 
tributions to life insurance, plus his serv- 
ice as insurance member of the San 
Francisco city employes retirement sys- 
tem for the last 25 years. He became 
known as the nemesis of twisters, re- 
baters and abstractors and the present 
high status of ethical practices in Cali- 
fornia life insurance is largely credited 


—= 


to his efforts. Phil G. Young, Manager 
Golden Gate agency Metropolitan Life, 
was chairman. 


D. E. Templeton, district manager g 
Jefferson Standard Life at Bluefield 
W.. Va., and Mrs. Templeton observed 
their 35th wedding anniversary » 
Greensboro, N. C., where they wer 
married. 


Sidney W. Souers, retired rear admira 
of the navy, named executive secretary 
of the new national security council 5 
President Truman, was financial vice. 
president of General American Life he. 
fore being called to active duty in the 
navy in the recent war, and still js q 
member of the board. He served as dj. 
rector of the central intelligence agency 
and for a time as naval aide to Preg. 
dent Truman. In recent months he hag 
been looking after private business jp 
St. Louis and Atlanta. 


President Raymond Olson of Mutual 
Trust Life, who attended the company’s 
agency convention last week at Macki. 
nac Island, has gone on a vacation trip 
to Wisconsin where he will fish for 4 
week or so. 

Howard de Franceaux, Washington 
manager of U. S. Life, has been ap. 
pointed chairman for the President's 
cup regatta grand ball scheduled for 
Sept. 20 at Hotel Statler. 

Joseph W. Hundley of Richmond, 
Va., recently completed 50 years with 
Northwestern Mutual Life as an agent 
there. When he started in most policies 
were for $1,000, usually a 20-pay or en- 
dowment. Occasionally, he wrote poli- 
cies ranging from $2,000 to $3,000, but 
rarely anything above those amounts, 
Though he celebrated his 73rd _ birthday 
anniversary July 24, Mr. Hundley says 
he feels as young as he ever did and 
that he expects to continue in harness 
for many years to come. 


DEATHS 


Martin C. Heinike, 60, who had rep- 
resented Prudential at Saginaw, Mich, 
since 1923, died there. 

Stricken with a heart attack, Cyrus R, 
Lund, general agent at Erie, Pa., of Pa 
cific Mutual Life, died suddenly in his 
home. He had resided in Erie for 30 
years and took an active part in civic af 
fairs. 

Samuel Dublirer, 57, died unexpect- 
edly in New York City of lukemia. He 
was supervisor for the W. H. Bender, 
Jr., agency of National Life of Vermont 
for the last nine years. Previously he 
had been assistant manager with Mr. 
Bender for Equitable Society in New 
York City for six years. He had been 
with Equtable prior to that and had 
been in the business more than 20 years, 
all of it in New York City. On several 
occasions he had qualified for the Mil 
lion Dollar Round Table. 

William F. Powers, 56, Plainview, 
Neb., manager of property in various 
Nebraska districts for the farm loan 
department of Travelers since 1930, 
died at Lincoln. 

















Mutual Benefit Life will have an ex- 
hibit of C.L.U. books and lists at the 
N.AL.U. meeting in Boston. It was 
planned by the insurance group of the 
Special Libraries Assn. 
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COMPANIES 





Pettric to Sell Stock 


LOS ANGELES—Citizens National 
Life & Casualty, promoted by Victor F. 
Pettric has been authorized by Com- 
missioner Downey to sell 20,000 shares 
of its $10 par capital stock to Citizens 
Underwriting Corp. at $20 per share. — 

The company has applied for a permit 
to sell 5,000 additional shares at $20 per 
share to net the company $100,000 ad- 
ditional capital in order to qualify to 
transact disability insurance. 

Mr. Pettric also heads a proposed new 
fre and general casualty company the 
name of Citizens General having been 
approved by the California department. 





Hearing on Merger Plan 

Superintendent Jackson of Missouri 
has called for a hearing to be held at 
2 p.m. Sept. 8 in the home office of Com- 
monwealth Life & Accident of St. Louis, 
on the proposed contract under which 
the company proposes to purchase or 
reinsure all outstanding policies of Na- 
tional Savings Life of St. Joseph, Mo. 
Insurance departments of the states in 
which the two companies are licensed 
have been notified of the hearing. 





State Mutual has entered Arizona, 
Delaware, Florida and Wyoming. 


COMPANY MEN 


Hoskins Travelers 
Head Life Actuary: 
2 Others Advanced 


HARTFORD—J. E. Hoskins has 
been appointed actuary of Travelers 
life department. W. 
H. Kelton and M. 
J. Wood have been 
named _ associate 
actuaries. Mr. Hos- 
kins, who has been 
associate actuary 
since January, 1945, 
suneceeds H. P. 
Hammond, who re- 
tired Sept. 2. 

Mr. Hoskins 
joined Travelers 
immediately after 
from 
Harvard Univers- 
ity, magna cum 
laude in mathematics. He was a Phi 
Beta Kappa. In 1920 he became chief 
clerk of the life actuarial department 
and in 1923 assistant actuary. 

In his more than 30 years with 
Travelers, he has become widely known 
as an authority on aviation insurance. 
He has served for several years as 
chairman of the aviation committee of 
the Actuarial Society of America and 
of the joint aviation committee of the 
American Life Convention and the Life 
Insurance Association of America. A 
fellow of the Actuarial Society of Amer- 
Ica since 1920, Mr. Hoskins has served 
several terms on its council. He is 
also a fellow of the American Institute 
of Actuaries. 


Career of W. H. Kelton 


Mr. Kelton joined Travelers shortly 
after his return from overseas as a lieu- 
tenant in the first world war. He was 
made assistant actuary in 1925. He is 
a fellow of the Actuarial Society, a 
former member of its examination com- 
mittee, a fellow of the Casualty Actu- 
arial Society, and a fellow of the Amer- 
an Institute of Actuaries. He was 
recently appointed to a joint committee 

















graduating 


J. E. Hoskins 


-of the actuarial societies to study dis- 


ability experience. He was a Phi Beta 
Kappa at Williams College, and gradu- 
ated magna cum laude in mathematics 
and physics. 

Mr. Wood, also a Phi Beta Kappa 








and a graduate of Williams, magna 
cum laude in mathematics, entered the 
actuarial department in 1926. He has 
been assistant actuary since 1935. He 
is a fellow of the Actuarial Society and 
a member of its group insurance mor- 
tality and morbidity committee, a fel- 
low of the American Institute of Actu- 
aries, and an associate of the Casualty 
Actuarial Society. He is a consulting 
actuary of the New Haven retirement 
board and a member of the West Hart- 
ford pension board. 





Harris Now Sales Director 
for B.A.R.E. of Chicago 


George S. Harris, agency supervisor, 
who has headed General American 
Life’s salary savings department for 
many years, has resigned to direct sales 
of both ordinary and group life insur- 
ance for Benefit Assn. of Railway Em- 
ployes, Chicago. 

He had been with General American 
since its organization and prior to that 
was with Missouri State Life, which he 
joined in 1932 upon graduation from 
Northwestern University. Starting as an 
agency cashier, he soon was assigned to 
the home office in group and ordinary 
administration before entering super- 
visory field work. 


R. A. Wilks Chicago Group 
Supervisor of Metropolitan 


Richard A. Wilks has been appointed 
group insurance ‘supervisor in Chicago 
by Metropolitan Life. He has been con- 
nected with the company since 1934 in 
various capacities in Kansas City, New 
York, and Chicago. His headquarters 
will be in Metropolitan’s Chicago group 
insurance office at 135 South La Salle 
street. 


Banker Heads Southwestern 
Life’s Bond Department 


W. P. Hemenway of Dallas has been 
appointed manager of the bond depart- 
ment of Southwestern Life. He suc- 
ceeds the late C. E. Wolfe. 

Mr. Hemenway has been in invest- 
ment banking 25 years, the past two as 
an account executive for Merrill, Lynch, 
Pierce, Fenner & Beane. He is a Vir- 
ginian, was educated at West Point, and 
served in the first world war as a cap- 
tain. : 


N. W. Mutual Names Four 
More Investment Officers 


As a result of substantial growth of 
its security investment portfolio, North- 
western Mutual Life has appointed four 
additional investment officers, Lester J. 
Doman, Elmer E. Neick, William F. 
Morgan and Peter B. Langmuir, each 
holding the title of assistant director of 
bond research. 

In the past 15 years, the securities 
portfolio of Northwestern Mutual has 
expanded by more than $1.4 billion in 
asset value, to $1,766,000,000 on June 
30. This expansion has been accom- 
panied by wide diversity of type of in- 
vestment and a three-fold increase in the 
number of issues held. 

Mr. Doman, after studying account- 
ing and finance at the University of 
Wisconsin, was employed in the railway 
bond section of Northwestern Mutual’s 
bond department. In 1930 he took a 
leave of absence to attend the graduate 
school of business administration at 
Harvard University for further studies 
in railway transportation. He was des- 


Midlanders Bat for Steinman 


_ The field force of Midland Mutual 
is putting on a special campaign in Sep- 
tember in honor of George W. Stein- 
man, president, who has been with the 
company 36 years. The field has been 
divided into All Stars, Major Leaguers, 
Minor Leaguers and Sandlotters. 



























| WONDER 
WHO’S SELLING 
HIM NOW? 















Tue UNDERWRITER who lets some other agent 
sell Accident and Sickness coverage to his Life poli- 
cyholder always wonders. 









He wonders whether his client will realize he did 
only half a job. He wonders whether the agent 
who completes the job with adequate disability 
coverage may also become chief architect of his 
client’s personal insurance program. 











Hence Occidental’s complete Accident and Sickness 
line. Hence its combinations of Life with Accident 
and Sickness protection in complete programs 
under one premium billing. Hence more profits— 
present and future — for Occidental underwriters. 










They call this “clientele insurance”. 








OCCIDENTAL LIFE Insurance Company 


Ci California % V_H. JENKINS, Senior Vice-President 


“We pay lifetime renewals-they last as long os you do” 























































Announcing 


A NEW COMMISSION CONTRACT 


Attractive First Year Commission — 
Graded scale up to 55% for Ordinary Life. 


High Renewal Commissions — 
Vested. Four renewals — 15%-10%-5%-5%. 


Bonus Arrangement — 
Production of over $175,000 — 10% payable monthly second year. 


Service Fee — 
Beginning sixth year and life of contract —2% service fee. 


. Other Features — ‘ 


No production requirement to earn vested renewals. Policies liberal. Life, Double and 
Triple Indemnity, Non-cancellable Sickness, Health, Hospitalization, and Nurse Benefits. 


Company — 
New Hampshire's only life insurance company. Average size policy issued 1947 — $5,740. 
Low terminations. Attractive brokerage arrangements. 


For particulars write to WM. D. HALLER, 
Vice President and General Manager 


UNITED 


LIFE AND ACCIDENT 
INSURANCE COMPANY 
e 





Concord, New Hampshire 
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ignated a specialist by Northwestern 
Mutual in 1940. 

Mr. Neick was graduated from the 
University of Wisconsin in 1933, hav- 
ing majored in accounting in the com- 

merce course. He went with North- 
western Mutual in 1934 as assistant to 
Philip K. Robinson, then director of 
municipal bond research. 

Mr. Morgan graduated from the Uni- 
versity of Michigan in 1935, getting his 
M.A. in 1936. Since graduation he has 
been with an investment counsel firm 
and trust company in Detroit, and was 
with the War Department doing re- 
negotiation work 1942-44, after which 
he was assistant to the comptroller of 
Fruehauf Trailer Co. He joined North- 
western Mutual in 1945 2s an industrial 
bond analyst. 

Mr. Langmuir’s father was vice-presi- 
dent in the agency department of New 
York Life. He received his degree in 
economics from Yale in 1936. He was 
employed by F. Eberstadt & Co., New 
1’ York investment bankers, and in 1943 
. entered the office of scientific research 
and development in Washington, D. C., 
as a special assistant in the engineering 
and transitions office. In 1945 he be- 
came executive assistant to the president 
’ of Cleaver Brooks Co., Milwaukee. He 
joined Northwestern Mutual as an in- 
dustrial bond analyst last January. 


| K. C. Foster Named to New 
| Prudential Research Post 


Prudential has created the post of di- 
rector of research in the ordinary. agen- 
cies department and K. C. Foster has 
been named director. 

Mr. Foster, formerly assistant director 
of field services in the ordinary agencies 
department will supervise research in 
problems affecting agency management. 
He joined Prudential in 1938 as an 
agency assistant in the Newark agency. 
He: was transferred to the home office 
in 1941 and has been since that time with 
the ordinary agency department staff, 
except for four years in the army. In 
the army he served in various capacities 
including, aide-de-camp and company 
commander. He also did considerable 
legal work for the army as trial judge 
advocate. 

A graduate of the University of 
Maine,, class of 1934, Mr. Foster also 
holds degrees from Columbia and New- 
ark University. 


Prudential Shifts Two 


Prudential has appointed L. U. Bruce 
assistant manager of the southern mort- 
gage loan branch at Memphis. 

Mr. Bruce was formerly supervising 
appraiser of the south central branch at 





—- 





Birmingham. 

E. W. May, who has been serving as 
an appraiser in the Birmingham office, 
has been appointed as supervising ap- 
praiser at Memphis. 

Both men are graduates of the Uni- 


versity of Alabama, classes of 1924 and 
1934, respectively. 

Mr. Bruce has been in mortgage work 
with Prudential since 1935 and Mr. May 
has been with the company in similar 
work since 1937. 











LIFE AGENCY CHANGES 





Prudential Names Two 
Asst. Managers in Texas 


W. G. Rummerfield has been ap- 
pointed by Prudential as assistant man- 
ager in charge of operations in Amar- 
illo, Tex. 

Except for two years in the navy, Mr. 
Rummerfield has been active in the in- 
surance field for the past 10 years. 

C. M. Evans has been appointed as- 
sistant manager in charge of operations 
in San Angelo. An alumnus of Paris 
Junior College and Texas A. & M., Mr. 
Evans entered the army air corps in 
1941. He was discharged early in 1946 
as a lieutenant colonel and has since 
been active in life insurance work. 


Manhattan Life Appoints 
B. F. Wood in Binghamton 


B. Frank Wood has been appointed 
general agent in Binghamton, N. Y. 
by Manhattan Life. He served as an 
air forces pilot instructor in the war. 
He has been a group supervisor for 
Massachusetts Mutual in New York 
City. Before the war he was with John 
Hancock and Travelers in New York 
City. 








Aetna Life Names Bates 
Birmingham General Agent 


Tyler Bates has been appointed gen- 
eral agent for Aetna Life at Birming- 


ham. He succeeds John W. Holmes, 
resigned. 

Mr. Bates graduated from Johns 
Hopkins University in 1925. He has 


been in insurance since 1937 and joined 
Aetna Life organization in 1944 as su- 
pervisor in San Antonio. In 1946 he was 
promoted to assistant general agent. 

Mr. Bates served two years as 
AAF personnel officer. 


E. A. Labry to Pine Bluff 


E. A. Labry, formerly of Shreveport, 
manager of Metropolitan Life, has 
been transferred as manager to Pine 
Bluff, Ark. He succeeds R. Wilder, 
who has been transferred as manager 


an 





to Mobile. J. K. Steele succeeds Mr. 
Labry at Shreveport. 

Mr. Labry represented several insur- 
ance companies in New Orleans be- 
fore joining Metropolitan in 1922 as an 
agent there. In 1924 he was advanced 
to assistant manager. In 1928 he be- 
came manager at St. Augustine, Fla. 
He was transferred as manager to 
Shreveport in 1930. 





McGinness General Agent 


C. R. McGinness, a special representa- 
tive of Ohio State Life at Gallipolis, O., 
since April, 1946, has been appointed 
general agent. He has been one of 
the. company’s leading producers of in- 
surance ever since he joined the com- 
pany. He is a member of the 1947 
President’s Club and has qualified fore 
the agency convention next spring. 


Benson to Atlantic Life 


Ralph Benson has been appointed 
manager for western Maryland by At- 
lantic Life. His headquarters will be 
in the Professional building, Rockville. 
For the last nine years he has been with 
Continental American Life, the last 
three as manager of the District of 
Columbia office. Before that he was for 
many years with Equitable Society in 
Montgomery county, Md. 








Opens Worcester Office 


Prudential has opened office in Wor- 
cester, Mass., to service that city as a 
branch of the Springfield agency. Al- 
fred L. Caisse, former assistant man- 
ager at Springfield, will direct the new 
office. He joined Prudential in 1946. 





Opens Vancouver Office 


Loyal Protective Life has opened a 
western Canadian divisional office at 
Vancouver, B. C. W. R. Fisher is gen- 
eral agent in charge. 





David S. Nectow has resigned as as- 
sistant manager at Portland, Me., of 
Metropolitan Life after 23 years serv- 
ice. He will enter business with his son, 
Harold M. who operates a children’s 
shoe store. : 


MANAGERS 


Little Rock Managers 


G. H. Campbell of Campbell & Vine. 
yard, general agents of Aetna Life, has 
been elected presgj- 
dent of the Little 
Rock Genera] 
Agents & Man. 
agers Assn. 
president is 
ham Smith, Jeffer- 
son Standard; see. 
retary - treasurer, 
Don Bray, Union 
Life; _ directors, 
Larkin Wilson, 
Eauitable Society, 
Allan Gates, Penn 
Mutual, and W. T, 
York, National 
Life & Accident, 
Mr. Campbell succeeds N. E. Lusk, 
Metropolitan Life, who recently moved 
from Little Rock. 


Hinkle Chicago Speaker 
Roland D. Hinkle, Equitable So- 
ciety, president American Society of 
C.L.U., will address the Life Agency 
Supervisors Club of Chicago Sept. 18, 


To Hear VA Officer 


Gerald E. Beatty, regional insurance 
officer of veterans administration, will 
speak at a meeting of the Life Agency 
Cashiers of Chicago Sept. 16. He is as- 
sociated with the E. W. Hughes agency 
of Massachusetts Mutual Life. 








G. H. Campbell 











Gives Factors in Selling 


The Austin (Tex.) Life Agency 
Cashiers Assn. heard Huffman Baines, 
Southland Life, review the factors in 
selling life insurance. He placed first 
the motivation of the agent through his 
love for his family and the desire to 
provide for them adequately, then plan- 
ning work, prospecting and closing, 
Planning pays dividends, he declared. 
Then a man must know how to make 
contacts to develop prospects. He picks 
up one man each morning to take him 
to the business section of the city, and 
when he goes into a restaurant for cof- 
fee or lunch, he makes it a point to get 
acquainted with the man near him. In 
connection with closing he stressed 
letting the prospect talk so that his de- 
sires and needs may be fitted and the 
business will persist. 





7 OF CARH o ESAS 
THE CASE OF THE MISINFORMED PROSPECT 





by the GUARDIAN 











WHAT'S THIS GUERTIN LAW 
THAT’S MAKING YOU INCREASE 
YOUR PREMIUMS? 






WAIT A MINUTE — THE quien 


LAW HAS NOTHING TO DO WITH 
INCREASING PREMIUMS! 























WHAT'S THAT... 
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THE LAW SAYS WE HAVE TO USE A 
MODERN MORTALITY TABLE —THERE’S 
NOTHING IN IT ABOUT HIGHER RATES. 
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IF WE COULD CONTINUE ON A 3 
OR 34% BASIS THERE’D BE NO 
INCREASE—WE MIGHT EVEN BE 
ABLE TO REDUCE PREMIUMS!‘ 








BUT | DON'T SEE... 
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ACCIDENT AND HEALTH 








rend Toward Compulsory 
‘sability Laws Reviewed 


jgsn. on “The Trend Toward Com- 
bulsory Disability Programs,” reviewed 
the fight to keep the state of California 
fom adopting any kind of socialized 
compulsory state program of health or 
jisability plan which would constitute 
competition. He said the battle is over 
and the other side has won the first 
round, because there has been enacted 
, law under which the state is operat- 
ing as a competitor in the accident and 
health insurance business. He added 
Ihat “it is going to require continued 
vigilance on our part to keep this state 
program limited to its present cover-- 
age.” 

He also covered the bills in Congress 
to broaden the social- security act and 
gid accident and health interests must 
continue to fight against programs of 
this nature, which “encroach on our 
business.” 


jPerego Heads Wisconsin 


State A. & H. Association 


MILWAUKEE—Alfred K. Perego, 
Milwaukee general agent of Wiscon- 
sin National Life, has been elected 
president of the newly organized Wis- 
consin Assn. of Accident & Health Un- 
derwriters. The state organization was 
formed July 28 at a meeting in Madi- 
son of representatives from some 15 
tities throughout the state and spon- 
sored by the Milwaukee and Madison 
locals. At that time O. J. Breiden- 
baugh, executive secretary of the Na- 
tional association, attended to assist in 
the work. Charles B. Stumpf, Madison, 
second vice-president of the National; 
E. H. Mueller, Milwaukee and Madi- 
son, past national president, and Carl 
A. Ernst, Milwaukee, president and na- 
tional executive board member, were 
named as a planning committee. 

This committee has now selected the 
following officers, in addition to Presi- 
dent Perego: Secretary, Leo E. Pack- 
ard, Milwaukee, Loyal Protective Life; 
treasurer, Clifford C. Raisbeck, Mil- 
waukee, Great Northern Life; regional 
vice-presidents, Joseph Baer, Wisconsin 
National Life, Madison; Harry G. Bron- 
son, Paul Revere Life, Wausau; Walter 
Dopke, North American Life & Casual- 


ty, La Crosse; Francis Quade, Paul 
Revere Life, Eau Claire, and Herbert A. 
Quist, Business Men’s Assurance, Green 

ay. 
Directors are: Grant Nault, Old Line 
Life, Fond du Lac; Brace M. Stahl, 
Great Northern Life, C. B. Stumpf, IIli- 
nois Mutual, and Oscar Thoni, Federal 
Casualty, Madison; C. A. Ernst, North 
American L. & C., E. G. Malone, Time, 
E. H. Mueller, Stanley Olyniec, Wash- 
ngton National, and Harold E. Kasche, 
Aetna Life, Milwaukee. 

The first meeting of the new officers 
will be held in Madison, Sept. 15, when 
plans will be made to build a strong 
state organization. 


Schnoll Milwaukee Speaker 





MILWAUKEE—At tthe | first _ fall 
meeting of the Accident & Health 
Underwriters of Milwaukee, James 


Schnoll, Security Mutual Life, spoke on 
“How Accident and Health Leads to 
Life Sales.” Alfred Perego, Wisconsin 
National Life, spoke briefly as president 
of the new Wisconsin state association. 


Pacific Mutual Up 18% 


Pacific Mutual Life gained 18% in 
paid production in its commercial acci- 
dent and health department for the first 
eight months, 


Give Cal. State Program 


LOS ANGELES—Tentative program 
for the 1947 convention of the California 
Assn. of Accident & Health Managers 
Clubs here Oct. 24 has been announced 
by President Walter E. Mast, of Con- 
tinental Casualty. 

There will be a morning session for 
managers at which time the new officers 
of the state association will be chosen 
and, following a luncheon, an afternoon 
session devoted to field and managerial 
affairs. The annual dinner will be held 
at the Biltmore Bowl in the evening. 


A. & H. Underwriters to Meet 


The home office accident and health 
underwriters round table of Chicago will 
hold its first fall dinner meeting at the 
Bismarck Hotel Sept. 25 at 6 p.m. Don 
Compton, Combined Mutual Casualty, 
will be chairman for this meeting. The 
chairmanship will rotate monthly. 





Write more accident business by sub- 
seribing to The Accident & Health Re- 
view, $2 a year, 175 W. Jackson Blvd., 
Chicago. 








Life Insurance Company OF AMERICA 









IF YOU WANT TO BLAME SOMETHING, 
BLAME THE RIDICULOUS INTEREST 
RETURN ON FIRST CLASS MORTGAGES 
AND BONDS. 
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THANKS FOR HELPING ON THAT 
ONE, JOHNNY. 


THAT’S OKAY—I JUST WANTED 
TO KEEP THE RECORD STRAIGHT. 
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ASSOCIATIONS 


Name D. L. Myrick to Form 
Quarter Million Group in La. 


D. L. Myrick, Great Southern Life, 
Lake Charles, has been named chair- 
man of the Louisiana State Life Under- 
writers Assn. committee for the organ- 
ization of a state Quarter Million Dollar 
Round Table. Mr. Myrick is a qualify- 
ing and life member of the Million Dol- 
lar Round Table and candidate for 
N.A.L.U. trustee. The proposed leaders 
round table would serve with other 
state associations in educational work 
on life insurance. 








Miiwaukee—The annual field day and 
picnic will be held at Chenequa Country 
Club on Pine Lake, west of Milwaukee, 
Sept 25. A full sports program has been 
arranged. Following a dinner at the 
clubhouse, prizes will be awarded. 

Knoxville, Tenn.—The annual picnic 
for members and their families was held 
Aug. 29. W. L. Roos was chairman on 
arrangements. 

Jamestown, N. Y.—Almond Fisher, 
contact representative of the Jamestown 
office of veterans administration, spoke. 

Secretary E. A. Switzer gave a report 
on a new procedure of financing insur- 
ance premiums through banks. Julius 
Blaha was appointed delegate to the 
N.A.L.U. convention. 

Altoona, Pa.—James E. Dumm, Metro- 
politan Life, Altoona, spoke on life in- 
surance selling as a profession at the 
first fall meeting. It was announced that 
the sales conference held in Johnstown 
for the last few years, will be held in 
Altoona Nov. 20. Speakers for the re- 
maining meetings of the season are: Oct. 
6, H. L. Smith, general agent Northwest- 
ern Mutual, Harrisburg; Nov. 3, Richard 
Turpin, assistant manager of field train- 
ing Prudential; Dec. 1, Sidney Dunning, 
home office supervisor Occidental Life of 
California, Philadelphia; Jan. 5, Karl 
Kreder, president, Pennsylvania State 
Assn. of Life Underwriters, Harrisburg; 
Feb. 2, Theodore Stinner, district man- 
ager, Knights Life, Pittsburgh; Mar. 1, 
C. F. Spearing, district manager Railroad 
Retirement Board, Altoona; Apr. 5, a 
home office representative of Metropoli- 
tan Life; May 3, Lowell Newman, gen- 
eral agent Penn Mutual ‘Life, Fort 
Wayne, Ind.; June 7, L. W. Jackson, 
executive secretary Pennsylvania State 
Assn. of Life Underwriters, Harrisburg. 

Indianapolis—At the first fall meeting 
Sept. 26, Vincent B. Coffin, vice-president 
of Connecticut Mutual Life will speak. 

Chieago—The advisory council will 
meet Sept. 18. Harry R. Schultz, Mutual 
Life, Million Dollar Round Table mem- 
ber, will preside. A report will be given 
on activities of the N.A.L.U. committee 
on agents compensation at- Boston. 








Health Insurance Group 
Meets at N. Y. This Week 


Conference Committee on Health In- 
surance is holding a meeting at New 
York Friday. This group includes repre- 
sentatives from about 10 organizations, 
the most recent to be admitted being 
Industrial Insurers Conference. The 
committee was organized some time ago 
by Ambrose Kelly, then of American 
Mutual Alliance but now assistant gen- 
eral counsel of the factory mutuals, as 
an instrumentality for dealing with the 
medical profession in connection with 
medical insurance plans. 

Among the organizations represented 
in the committee are Life Insurance 
Assn. of America, American Life Con- 
vention, American Mutual Alliance, 
Assn. of Casualty & Surety Companies, 
Health & Accident Underwriters Con- 
ference, Bureau of Personal A. & H. 
Underwriters, Assn. of Life Insurance 
Medical Directors, International Claim 
Assn., National Fraternal Congress and 
Assn. of Life Insurance Counsel. 

W. A. Milliman of Equitable Society 
is chairman. 


Advanced Sales Seminar 
at Fontana Village, N. C. 


A two weeks advanced underwriting 
sales seminar was held at Fontana Vil- 


lage, N. C., by A. R. Jaqua, Southern 
Methodist University. The idea was to 
combine study with vacation and all but 
a few of the men attending were ac- 
companied by their wives, and many 
brought their children, too. Designed 
for experienced agents, the concentrated 
course covered subjects from policy con- 
tracts to business insurance, estate anal- 
ysis and pension trusts. 

The average age of students was 39, 
with 11 years experience in life insur- 
ance. Average production of those at- 
tending was $414,000 for the last year. 
Half were college graduates. Besides 
agents there were two company vice- 
presidents, one sales director and eight 
managers. Seven states and 16 com- 
panies were represented. The faculty 
included, besides Mr. Jaqua, Milton El- 
rod, attorney of Indianapolis; Hal Nutt, 
former Purdue instructor and now 
production manager for the John Todd 
Agency of Northwestern Mutual in Chi- 
cago, and Charles E. Gaines, associate 
instructor at S. M. U. 





Plans of Council Group 


Federation of Insurance Council will 
hold its annual meeting at New Ocean 
House, Swampscott, Mass., Sept. 18-19. 
Four papers will be read by insurance 
lawyers. On Sept. 18, the organization 
will hold its banquet and dinner dance, 
and the afternoon of Sept. 19, a golf 
tournament will be held. 









Together 
We've Made It | 


“A BILLION. 


Lite of Virginia now has more 
than a billion dollars insurance. 
Size alone does not make a 
company great, but it does evi- 
dence conditions desired by all 
companies, all agents, and all 
purchasers of life insurance: 


1. Able, progressive manage- 
ment, making available 
sound, up-to-date plans of 
protection that satisfy every 
purpose and every purse. 


2. Representatives informed 
about their business and 
enthusiastic about their 
company. 

3. The good will and continu- 
ing patronage of satisfied 
policy-owners. 

















Insurance Company 


of 
VIRGINIA 
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Richmond, Va. 
Bradford H. Walker, Chairman of the Board 
Robert £. Henley, President a 
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Life Insurance Leads As 
Way of Saving, Poll Shows 


Life insurance leads all other forms 
of savings in a survey conducted by 
the Service Research Center of the Uni- 
versity of Michigan with more than 
75% of the families polled reporting 
that they had saved some money in life 
insurance. The study was prepared for 
the Federal Reserve Board and was part 
three of a survey of consumer finances, 
showing consumer savings in 1946 and 
ownership of selected non-liquid assets. 

The over-all aspect of savings during 
1946 as estimated by the Department of 
Commerce shows that 8% of total per- 
sonal income was saved as compared 
with 17% in 1945 and over 20% during 
the war period. In the year preceding 
the war savings amounted to about 5%. 

The survey pointed out that many 
families saved a large amount of in- 
come in 1946 and that the decline re- 
flected reduced savings by some families 
and expenditures exceeding the income 
of other families. Savings last year 
most frequently took the form of pay- 
ments of life insurance premiums, gov- 
ernment bonds, savings accounts, and 
mortgage payments, plus contributions 
to retirement funds. 

The survey credited families with in- 
comes of $2,000 to $5,000 with two-fifths 
of the net savings in 1946, and families 
with incomes exceeding $7,500 or more 
with about two-fifths of the total net 
savings. 

Wide variations were shown in hold- 
ings of non-liquid assets early in 1947, 
according to the survey. Three-quarters 
of the 46.3 million families reported at 
least one person carrying insurance. 
While two-fifths of the families polled 
owned their own homes, only one-tenth 
owned stocks or bonds other than fed- 
eral securities. About two-thirds of all 
the families reported positive savings 
in 1946. 


Save Up to 50% 


The bulk of these reported savings 
from one to 20% of their incomes and 
some 6% of the families reported saving 
50%. In the case of insurance savings, 
the figures generally include the total 
amount for the premiums, not just the 
increase in cash reserve. 

The survey also found that the aver- 
age amounts of life insurance premiums 
were much smaller than the average 
additions to liquid assets or the average 
amounts spent for improvements to or 
purchases of houses. 

Studying the financial status of fam- 
ilies saving through insurance, the sur- 
vey found that although premium pay- 
ments were the most common form of 
saving, only about 45% of the families 
with incomes under $1,000 saved in this 
form, and 90% of the families with 
$5,000 or more saved through insurance 
premium payments. 

On the average 2.3 persons in each 





ACTUARY WANTED 


Well established firm of consulting 
actuaries in large eastern city has 
available a fine opening for young 
actuary. Experience in pension 
trusts and life insurance desired. 
Excellent opportunity for advance- 
ment. All inquiries held in strict 
confidence. Send full details of 
personal and professional back- 
ground, salary expected and pho- 
tograph to N-16, The National 
Underwriter, 175 W. Jackson Bivd., 
Chicago 4, Ill. 














family that reported carrying insurance 
were insured. It is estimated that the 
total number of persons in the United 
States carying insurance in early 1947 
exceeded 80 million, according to the 
survey. This figure includes those on the 
books of fraternal organizations and 
holders of National Service Life Insur- 
ance policies. 

Here is a specific breakdown of the 
families owning life insurance in early 
1947 by income groups. The figures 
show the annual money income of the 
family before taxes and the percentage 
of such families having insurance. Fifty 
per cent of the families with an income 
of less than $1,000 carry life insurance. 
Seventy-five per cent in the $1,000- 
$1,999 class; 85% in the $2,000-$2,999 
class; 91% in the $3,000-$3,999 class; 
91% in the $4,000-$4.999 class; 93% in 
the $5,000-$7,499 class; and 95% in the 
class with an income of $7,500 and over. 
For all income groups the percentage 
figure was found to be 78%. 


H.A. Maddox to Head 
Aetna Atlanta Agcy. 


S. M. Carson and P. H. Dobbins 
have retired as general agents for Aetna 
Life in Atlanta, effective Oct. 1. H. A. 
Maddox succeeds them. He has been 
assistant general agent for Carson & 
Dobbins since last January. 

Mr. Carson entered life insurance in 
1899 as a stenographer in a Georgia 
agency, rose to superintendent of agents. 
In 1924 he was appointed general agent 
for the Aetna Life and in 1932 he formed 
the partnership with Mr. Dobbins. Mr. 
Carson was one of the organizers and 
first president of the Atlanta Life Man- 
agers Club and a president of the At- 
lanta Life Underwriters Assn. 

Mr. Dobbins entered insurance after 
graduation from Southern Business Col- 
lege in 1899. He joined Aetna in 1929 
as assistant general agent to Mr. Car- 
son. He is a past president of the At- 
lanta Assn. 


New General Agent’s Career 


Mr. Maddox graduated from Georgia 
School of Technology, class of 1933. 
The same year he was employed by the 
Aetna Life group division as a home 
office representative and assigned to 
the New Orleans agency. Two years 
later he was transferred to Atlanta. In 
1937 he was named to the staff of the 
group department at the Los Angeles 
general agency and was appointed man- 
ager of the group department there in 
1940. Mr. Maddox entered the navy in 
1943 and saw active duty in the Pacific 
and Asiatic theatres. He received seven 
campaign stars. He rejoined the Los 
Angeles agency and remained there un- 
til his appointment as assistant general 
agent for Carson & Dobbins early this 
year. 


500,000 Reinstate NSLI 
875,000 Convert Policies 


Over 500,000 veterans up to June 1 
had reinstated lapsed National Service 
Life policies and some 875,000 veterans 
converted NSL term policies to perma- 
nent plans, VA reports. Nearly two- 
thirds of the latter selected the 20-pay- 
ment life plan, about 18% chose 30-pay- 
ment life policies and nearly 15% ordin- 
ary life, 


Penn Mutual Movie Cited 


Penn Mutual Life’s movie, “One Hun- 
dred Years of Security” has been chosen 
for honorable mention. In “Business 
Screen Magazine” for August an article 
reads: “Results in terms of sales, train- 
ing effect or public approval are the 
best measures of business films. The 











recent selection of two business pictures 
for special honors given by disinterested 
business groups is worthy of- special 
mention. More of these should be given 
and more widely sought by sponsors.” 

The “Oscar of Industry” trophy was 
awarded to General Mills, Inc., for its 
technicolor movie short, “Operation 
"46." 

Speaking of the Penn Mutual’s film, 
Business Screen Magazine says: ‘“Hon- 
orable mention in the film classification 
goes to Penn Mutual Life Insurance 
Company for a black-and white subject, 
which not only reviewed the company’s 
past year, but also commemorated its 
100th anniversary.” 





Mich. Rules on Premium Tax 


LANSING, MICH. — An enactment 
of the 1947 Michigan legislature bring- 
ing under the premium tax provisions 
of the insurance code the premiums col- 
lected by cooperative and assessment 
carriers, is effective only for that portion 
of the current calendar year from June 
12 on, according to an opinion furnished 
Commissioner Forbes of Michigan by 
the attorney general’s office. 

The commissioner said the change in 
the tax law applies chiefly to Mutual 


Benefit Health & Accident, whose pre- 
miums heretofore have been exempt 
from tax due to an oversight in fram- 
ing the language of the premium tax 
statute. On the basis of that carrier’s 
1946 business, the commissioner said, 
the tax should yield the state from $50,- 
000 to $60,000 in the last half of 1947. 

The commissioner had asked if it 
was permissible to collect premium 
taxes from the beginning of the tax 
year, Jan. 1, but it was declared the 
statute was not retroactive. 





Rockwood on Agency Tour 


Homer G. Rockwood, vice - president 
of the United of Chicago, accompanied 
by E. M. Boock, general manager 
of United Reserve Agency of Chicago, 
representing United in its commercial 
department, visited United and United 
Reserve agencies in the west and south- 
west last week conducting 10 agency 
meetings. They covered 4,500 miles, all 
by air travel during the past week. i 





Buffalo—Eighteen teams are entered 
in the inter-agency bowling league, the 
beer to flow and the pins to start crash- 
ing Sept. 11. The trophy donated by 
Buffalo Life Managers Assn. goes to the 
champions. 
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BALANCE: AN ARCHITECTURAL AXIOM 
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Gaear examples of architecture, 
past and present, indicate a careful con- 
sideration of weights, stresses and sundry 
other relationships of the structural com- 
ponents. The skilled architect spends hours 
to achieve balance . . . to prevent the dom- 
inance of one factor to the detriment of 


Though the values differ, the same 
principles of balance apply to life insur- 
ance. Far-sighted policies that make for 
consistent growth, a wide offering of con- 
tracts, prestige-assuring size ... these and 
many other factors, must be combined to 
make a well-balanced life insurance insti- 


Fidelity is a well-balanced company. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA * PENNSYLVANIA 








20 


FieNATIONAL UNDERWRITER 


September 5, ig 








Roger Hull Stresses Agents’ 
Four-Fold Responsibility 


The tremendous opportunity in life in- 
surance today is accompanied by re- 
sponsibility to the public, the industry, 
the community and the company, said 
Roger Hull, vice-president and manager 
of agencies of Mutual Life, in his talk 
before the 164 members of the Top Club 
at Lake Louise, Canada. 

It was the first conference of the 
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Which items: will help 
you ,most? How mony 
can you use?—Write 
today for special 
new low price list! 
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536 BROADWAY, NEW 


newly-organized club, the company’s 
highest honor group. On hand for the 
three-day session, in addition to the lead- 
ing agents, were five managers, regional 
superintendents and other officers, in- 
cluding E. Patterson, president; 
Leigh Cruess, vice-president and man- 
ager of selection; C. B. Reeves, second 
vice-president; R. R. Stroud, assistant to 
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More friends spread the good word— 
more doors open — and more signa- 
tures reach dotted lines when you 
supplement and strengthen your sell- 
ing strategy with Zell Helps. Country’s 
most successful underwriters use all 
four items shown here . . . endorse 
them as invaluable aids in securing 
attention, inspiring confidence, estab- 
lishing purpose and closing contracts. 
Join these big producers . . . Inquiries 
invited. 
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the president, and G. A. Munch, assist- 
ant counsel. 

Reporting that the selected group of 
Top Club members had paid for more 
than 28% of the company’s entire new 
business in the past club year, Mr. Hull 
declared that since they were in the 
forefront among the company’s field 
representatives, they had also “a respon- 
sibility for leadership within the institu- 
tion of life insurance.” 


Should Work in Associations 


Urging them to take active parts in 
local and National associations of life un- 
derwriters, he said it is their responsi- 
bility not only to be members but to 
make themselves felt as a moving force 
in the development and action of their 
associations. Their guidance is needed 
in determining policies. When they dis- 
agree, it is their responsibility to present 
their ideas and philosophies in such a 
way that they will receive careful and 
adequate consideration. : 

Mr. Hull cited the lately turbulent 
issue of savings bank life insurance as 
exemplifying the opportunities of agents 
to discharge their responsibilities to the 
life insurance industry. As a result of 
“much excited agitation” against savings 
bank life insurance, Mr. Hull said, the 
life insurance business “received very 
bad publicity and it was made to appear 
that field underwriters and companies 
opposed savings bank life insurance be- 
cause it would encroach upon the agent’s 
earnings.” 

“You and I know,” he added, “that 
Mr. John W. Agent is the cornerstone 
of life insurance in America. You and I 
know that his services are worth every 
dollar he is paid. You and I know his 
elimination would render a serious dis- 
service to the American public.” 

“But I hope you agree with me,” he 
continued, “that when any other organi- 
zation—savings bank or even govern- 
ment—can furnish intelligent life insur- 
ance service under careful supervision of 
public regulatory authorities, soundly, 
efficiently and effectively at a lower cost 
than the regular life insurance com- 
panies then we in life insurance should 
examine our procedures to see why we 
can’t meet such competition and serve 
the public even better.” 


Should Argue on Merits 


“At the moment, I know of no other 
such organization meeting these condi- 
tions,’ Mr. Hull asserted. “We should, 
therefore, make our case on the merits 
of the services we offer and not put our- 
selves in the position with the public of 
fighting another plan because it may cut 
into our own incomes.” 

Mr. Hull said that in addition to their 
responsibilities within the industry the 
company’s leaders must see clearly “the 
disservice to the public resulting from 
indiscriminate “package selling,” and by 
exemplifying “the genuine service in 
career selling which first considers all 
needs of the buyer before the purchase 
of life insurance for any purpose is con- 
summated; carry a fair share of respon- 
sibility in civic and community affairs, 
contributing always toward the building 
of a better community life with an ap- 
preciation for spiritual as well as mate- 
rial values, enhance the prestige of the 
career agent, add stature to his work, 
and attract to the company other men of 
like ideals and abilities. 





Dismiss D. C. Labor Cases 


WASHINGTON — The national la- 
bor relations board has announced dis- 
missal of election cases involving Life 
of Virginia in Washington, D. C., and 
Baltimore, and Southern Aid Society in 
Washington. 

Dismissal was based on lack of board 
jurisdiction under the Taft-Hartley law 
provisions excluding supervisory per- 
sonnel from workers’ election and col- 
lective bargaining cases. Involved in 
the cases were United Office & Profes- 
sional Workers, C.I.O.; Insurance Su- 
pervisors Union, A.F.L., and indepen- 
dents. 





Interpret Effect 
of Pa. Community 
Property Statute 


Pennsylvania has increased to 13 the 
number of states operating under com, 
munity property laws. There, as in th 
other states, property acquired by eithe, 
husband or wife, after the Sept. 1 ¢& 
fective date of the legislation, is com. 
munity property. Property acquired fy. 
fore that date or before marriages afte, 
the effective date is not community 
property, but the income from  gy¢j 
property is community property, 

A memorandum interpreting the ¢& 
fect of the law on life insurance ang 
annuities has been prepared by C ¢ 
Jones and R. W. Hamilton of Pe 
Mutual’s legal staff, and through th 
courtesy of W. F. Haldeman, associat 
counsel of Penn Mutual, has been djs. 
tributed by Life Insurance Assn, 
America, 

Unlike some of the other states, Penp. 
sylvania has not enacted legislation &. 
signed to protect life companies, 4. 
though such a measure undoubtedly wil 
be introduced in the next legislature ml 
should meet little opposition. 


Assume Payments from Joint Funds 


_ Under the Pennsylvania law all anny. 
ity and insurance contracts are affected] 
when premiums are paid from com. 
munity funds by a married owner of 
the contract who is a resident of Penp. 
sylvania. This applies regardless of 
when the insurance was taken out. Un. 
less evidence to. the contrary is sub- 
mitted, the company will assume tha 
all premiums paid after the effective 
date are paid from community funds, 
according to the Penn Mutual interpre. 
tation. 
Other states having community prop- 
erty laws have had court decisions rl. 
ing on the various aspects of the laws 
with regard to insurance. Based on thes 
rulings, the interest of the wife or hu- 
band of the owner of a policy for which 
premiums were paid from community 
funds is not limited to the amount of 
premiums paid but extends to the pro- 
ceeds of the policy in that proportion 
that the amount of the premiums pail 
from community funds bears to the te 
tal premiums paid under the policy. 


California’s Protective Law 


_ The protective law in California elim 
inates this question. It provides thal 
when a policy becomes payable the 
company may make payment to th 
beneficiary and that payment discharges 
the company from all claims unless, b¢e 
fore making payment, the company tt 
ceives at the home office written notic 
claiming the right to such payment of 





some interest in the policy. 

Under the Pennsylvania law ati 
spouse is the manager of community 
property to which title stands in his 
name. This means that the compat 
can permit the owner of the policy t 
deal with the policy on his signature 
alone. After a divorce both parties must 
act in concert with regard to the poli 
unless the company is provided witha 
assignment or release of the formel 
spouse’s interest. In the same way, th 
company cannot act after the death 0 
the spouse of the owner until it 
been decided to whom the interest 0 
the deceased spouse of the owmt 
passes. The law forbids the givitg 
away of community property  withol 
the consent of both husband and wilt 
This means that the spouse of the owt 
will have to agree to all changes 4 
beneficiary or assignments  with0 
value, except in certain special casé 
Changes of the beneficiary under polict 


already in force will have to be agreg- 





to by the spouse of the owner of 
company will have to dispose of 
community property interest of sw 
spouse before paying any death cial 
under the policy. 
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‘HER HUSBAND TURNED DOWN A POLICY BECAUSE 


HE WAS RATED UP.” 








Big Executives’ 
Need for Coverage 
Strikingly Told 


The financial plight of top-flight busi- 
ness executives that makes them excel- 
lent prospects for retirement insurance 
is dramatically set forth by Vice-presi- 
dent V. L. Thompson of Midwest Life 
in a recent issue of that company’s house 
organ. 

Commenting on an “American Busi- 
ness” article by J. Reilly, Mr. 
Thompson points out that the fear of 
these men is not of starvation or even 
of privation, but the more poignant fear 
of degradation. They fear the loss of 
social position and the prestige of the 
personal importance which go with lib- 
eral incomes. 

Says Mr. Thompson: 

“Most of them, unless they were born 
rich or are kin to ‘Mr. Big’ himself, have 
wholly inadequate provision for con- 
tinuing to live in the style to which they 
and theirs are accustomed. Their busi- 
ness and social positions, so they insist, 
require a good street number, a well- 
ordered household, some club member- 
ships, a bit of expensive entertaining, 
and clothes in the fashion for the whole 
family. 

Social Security No Help 

“So they come to middle-age, with a 

rather expensive equipage and a nest 


egg of a few thousand dollars of really 
investable capital which, at present in- 





AGENCY ASSISTANT! 
WANTED 


By a progressive, sound growing, 
western life insurance company. 
This is an unusual opportunity for 
some young man with a few years 
experience in the field who wants to 
get started in Home Office work, or 
for some young man now in a Home 
Office routine job with no immediate 
chance for advancement. 


Write fully and in confidence to 
Box N-10 
National Underwriter 
175 West Jackson Blvd. 
Chicago 4, Illinois 











terest rates, or even annuity rates, would 
pay little more than their house rent. 

“Social security holds little solace for 
men in this bracket as it provides less 
than minimum subsistence even at the 
‘shanty-town’’ level. 

“So, what? What’s the moral? What 
shall we do about these ‘Paupers in 
purple’? 

“First, let’s not waste time at the wail- 
ing wall either with them or for them. 
They had their choice and they took 
their chance, and they have fared better 
than most, for a season, even if they end 
up talking to themselves. 

“But, by all means, let’s not overlook 
them as the best prospects in America 
for retirement income insurance—espe- 
cially those who are past 40, if they still 
are insurable. 

“Don’t be afraid to quote high pre- 
miums to ‘men in the money’—particu- 
larly men who have reached the age at 
which the end of income looms like 
Banquo’s ghost before them.” 


Many to Cash Leave Bonds 
for Insurance Investment 


“Army Times” states that it has con- 
ducted a survey indicating that more 
than 6% million veterans or 72% desire 
to cash their terminal leave bonds im- 
mediately. The survey indicated that 
nearly 11% of those cashing the bonds 
intend to use the money for insurance. 
That would mean about $147,285,000 
would be used for that purpose. 








Green Before Federation 


More than 400 insurance men repre- 
senting all branches of the industry are 
expected to attend the annual meeting 
of the Insurance Federation of Minne- 
sota at St. Paul Sept. 8. There will be 
a brief business session at which of- 
ficers will be elected and then a lunch- 
eon with an address by Gov. Green of 
Illinois. Paul Clement, secretary-general 
manager Minnesota Commercial Men’s, 
Minneapolis, is arrangements chairman. 


Mathematicians Visit Hartford 


Hartford’s life companies were visited 
Wednesday by 150 members of three 
mathematical societies who went there 
to meet their actuaries. Connecticut Mu- 
tual was host to the vistors for luncheon 
with the Hartford actuaries at its home 
office Wednesday. The American Mathe- 
matical Society, Mathematical Assn. of 
America and the Institute of Mathemat- 
ical Statistics, holding a joint meeting at 
New Haven, devoted most of their sec- 
ond day to the trip to Hartford to hear 
from the actuaries some mathematical 
operations involved in their work. 





On January 25, 1867, the Equitable Life of 
Iowa was founded in Des Moines, then a fron- 
tier town of 8,000 people. 


The 80 intervening years have witnessed the 
development of that pioneer enterprise into a 
national institution. In contemplating the 
completion of its first century of service, the 
Company will continue to conduct its affairs 
in the sound, constructive and progressive 


manner which Time has so thoroughly tested. 


EQUITABLE = <q 
LIFE of IOWA 


Founded in 1867 in Des Moines F 
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WITHOUT FEAR OF 
CONTRADICTION 


We recommend herewith three se- 
lected ANICO features ... easy 
to recommend. 


1. An honestly “independent representative” 


agreement. 


A range of policies, life and annuities that 
permit more sales to more people. 


Remuneration scale outstanding by any 
standard of comparison. 


1,500 000,000 
NSURANCE IN FORCE 


OVER A BILLION 


Write Vice President 


Amertcan National 
INSURANCE COMPANY 


GALVESTON. TEXA WV 
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Office Space Shortage 
Handicaps N. Y. Agencies 


NEW YORK—Agency heads _ here 
are handicapped in their recruiting work 
by the scarcity of office space. Most 
agencies are restricted by home office 
regulations in the number of recruits 
they are permitted to train each year. 
In general these restrictions are based 
on the physical size by the agency, the 
amount of business it does and by home 


ties available in individual agencies. 
Limitations are enforced mainly by lack 
of office space. 

Agents housed in comfortable, con- 
venient quarters hesitate to give them 
up for more space in a less desirable 
location. For the most part, a general 
agent finding himself in this position is 
seeking to eliminate the “driftwood” in 












































office knowledge of the training facili- his office staff. Facing the problem, 














WE ARE PROUD... 


Yes, we are proud of our 
1200 well trained employ- 
ees who render unexcelled 
service to our 2,000,000 
policyholders. 


He 
LIBERTY NATIONAIL 
Lite Insurance Company 


ORGANIZED 1900 


BIRMINGHAM, ALA. 
































GLOBE LIFE INSURANCE COMPANY 
OF ILLINOIS 


Offers Illinois Agents 
1 Dp: <or=} 0) slo) elem aVo(=selon am @)ojoloyqartebig' 
VERY ATTRACTIVE CONTRACTS 


> 


COMPLETE LIFE INSURANCE 
COVERAGE— AGES 0-60 


Excellent Line of Juvenile Policies 
FULL BENEFIT AGE 5 
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431 South Dearborn St., Chicago, Illinois 
WM. J. ALEXANDER, PRESIDENT 
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many are resolved to eliminate brokers 
who have accepted office space and fa- 
cilities and at the same time placed 
most of their business outside of the 
office that houses them. These mar- 
ginal producers are today becoming 
more and more of a handicap and gen- 
eral agents are coming to realize that 
the non-productive space so occupied 
can be put to better use. They feel 
that a “hungry” recruit, anxious to build 
for the future, is more of an asset than 
a marginal producer who does no more 
than pay for his office space. 


New Agency in Different Spot 


The general agent heading a com- 
paratively young agency or a compact, 
highly productive agency finds himself 
in a different position. There is less 
opportunity to eliminate non-produc- 
tive personnel and in many agencies the 
entire staff is productive. 

The problem faced is doubly difficult. 
These agencies would be expanding in 
normal times, but today everyone as- 
sociated with the agency is working at 
nearly full capacity in cramped quar- 
ters. The agency manager is 
quently working without administra- 
tive help and his successful full-time 
producers are reluctant to help in 
training when it means giving up the 
time that means money. This means 
that the general agent must find room 
for and train a recruit selected as good 
material for an administrative job as 
assistant agency manager. This man 
has to be given field experience and 
then brought into the office to train 
new recruits or the general agent must 
hire a ready-made assistant manager. 

With this problem solved the general 


agent finds himself facing the task of- 


acquiring more space and in most cases 
this necessitates a change in quarters, 
frequently to a less desirable location. 
Those who handle only a negligible 
amount of brokerage business do not 
consider this too great a handicap. 
Among this group there is a growing 
inclination to take the step and move 
the agency. These men have completed 
the full cycle of thinking on the matter 
and find themselves faced with the 
knowledge that it is almost impossible 
to find the additional space they need. 
Many of them will be forced to pay 
more rent in a less desirable location 
merely to gain floor space and expand 
their growing agencies. 


W. R. Robertson Introduced 
as Boston General Agent 


W. R. Robertson was introduced as 
general agent at Boston of Massa- 
chusetts Mutual Life by Vice-President 
C. O. Fischer at a luncheon. 

Mr. Robertson has been general agent 
at Syracuse for six years. He entered 
the insurance business as Ithaca agent 
for the company in 1940, and became 
general agent at Syracuse in 1941. The 
agency led the company in sales by new 
agents and made a gain of 105% in 
1946. 

Mr. Robertson has been secretary of 
of the Syracuse Life Insurance Trust 
Council and is a past president of the 
life underwriters association. He grad- 
uated from Cornell University in 1934 
and was with the Guaranty Trust for- 
eign department and Arthur B. Treman 
& Co., Ithaca, before entering the in- 
surance business. 


More Cleeton Endorsements 

LOS ANGELES — Gerald Page, 
Equitable Society, chairman of the 
“Cleeton for Trustee” campaign in Cali- 
fornia, announced that, in addition to 
the endorsement of Charles E. Cleeton 
for reelection by the California Assn. 
of Life Underwriters, state associations 
in Oregon, Arizona, Nevada and Utah, 
as well as local associations of Port- 
land, Ore., and Seattle have added their 
endorsement. 











PENINSULAR LIFE — New business 
first six months: industrial, $11,840,356; 
ordinary, $5,807,118. Increase in insur- 
ance in force for six months: industrial, 
$3,831,058; ordinary, $3,212,497. 


fre-- 


POLICIES 





W. O. W., Denver, Brings 


Out New Certificates 
Woodmen of the World, Denver, hag 


brought out a 20 payment endowment 


at 65 contract’issued in amounts from 


$500 up. 


Also introduced were 10, 15 


and 20 year supplemental term and fam. 


ily maintenance riders. 
dies within the 


me the insured 
family maintenance 


period, the principal contract and the 
family maintenance rider together pro. 
vide per $1,000 face amount an immed. 
ate payment of $200, monthly income of 
$10 for the period selected, and $1,000 at 
the enpd of the income period. Annual 


premiums are: 
20 


Fam. 
Pay. -~—Term Riders— -— Maint. Rider ~ 
End. 10 15 20 1 15 20 
Age 66. Yr. Yr. Yr. Yr. “Sea 
16 ..$28.66 $7.83 $7.94 $8.08 $8.68 $11.90 $14q7 
17... 29.12 7.89 8.01 8.14 8.74 12.01 15,9 
18 .. 29.60 7.96 8.08 8.23 8.82 12.11 15.25 
19 .. 30.10 8.02 8.15 8.32 8.89 12.22 15.42 
20... 30.60 8.09 8.24 8.42 8.96 12.35 416,69 
21... 31.14 8.17 8.32 8.52 9.05 12.47 15% 
22 31.70 8.25 8.42 8.63 9.14 12.62 16.99 
23... 32.27 8.33 8.52 8.76 9.23 12.77 16.9 
24... 32.86 8.43 8.63 8.87 9.34 12.94 164 
25... 33.48 8.53 8.75 9.02 9.45 13.12 16.4 
26... 34.12 8.64 8.87 9.17 9.57 13.30 16.99 
27... 34.79 8.75 9.00 9.34 9.70 13.49° 179 
28... 35.48 8.87 9.15 9.52 9.83 13.72 17,64 
29... 36.19 9.00 9.32 9.72 9.97 13.97 ig 
30... 36.94 9.15 9.49 9.95 10.14 14.23 184 
31... 37.72 9.30 9.67 10.21 10.30 14.50 18,99 
32... 38.53 9.47 9.89 10.48 10.49 14.83 1949 
33... 39.36 9.66 10.12 10.78 10.70 15.17 19.9 
34... 40.25 9.86 10.38 11.13 10.92 15.56 20,69 
35 .. 41.17 10.08 10.66 11.51 11.17 15.98 21.33 
36... 42.12 10.32 10.98 11.93 11.43 16.46 22.4) 
37... 43.14 10.60 11.34 12.40 11.74 17.00 22,9 
38 .. 44.18 10.89 11.73 12.93 12.07 17.58 23.9 
39... 45.29 11.22 12.18 13.51 12.43 18.26 26.93 
40... 46.45 11.59 12.67 14.15 12.84 18.99 26.29 
41... 47.68 12.06 13.28 14.92 13.36 19.91 27,65 
42 48.97 12.57 13.96 15.79 13.93 20.93 29,9 
43... 50.34 13.16 14.71 16.73 14.58 22.05 31.09 
44... 51.77 13.81 15.55 17.78 15.30 23.31 32,95 
45 es 14.54 16.48 18.95 16.11 24.70 35.11 
46 15.49 17.65 -- 17.16 26.467" 
47 16.56 18.95 -». 18.35 28.41 cat 
48. 17.74 20.41 oe 19.66 30.58 
49. 19.05 22.00 oe BSL41, 33.08 
50. 20.60 23.77 .... 22.71 35.63 
Bis 22.11 ewiere  Saene 2 eee 
52. 23.90 .-- 26.48 
53. 25.86 eee 28.65 
54 28.04 . 31.07 





Mutual Retroactively Lifts 


Wartime Air Restrictions 


Mutual Life has removed aviation re- 
strictions from all policies now in force 
which were issued by the company dur- 
ing the war period. The move, affect- 
ing policies written between Dec. 21, 
1941, and Aug. 29, 1945, completes the 
step taken by the company immediately 
after V-J day in making inoperative the 
war clauses in these policies and is in 
line with the company’s general pro- 
cedure in handling such cases since V-] 


day. 


Complete elimination of those avia- 
tion restrictions had been deferred un- 
til such time as the company’s experi- 
ence with aviation risks indicated that 
the move would be sound and in the 
interest of all policyholders, President 


A. E. Patterson explained. 





Lead in Alliance Contest 


Leaders in the “play ball” contest of 
Alliance Life are the agencies of W. H. 
Idalski, Alpena, Mich., J. S. Patrizi, Mt 
lan, Ill., Spafford Orwig, Indianapolis, 
H. E. Harner, Logansport, Ind., and 


a. Cardwell, Rockford. 


At the end of the contest, which. has 
been closely fought since July 1, Pres 
dent M. A. Kern will award cash 
bonuses to the six winning teams. 


Lull Raps Compulsory Plans 


MILWAUKEE — Compulsory fet 
eral health insurance was attacked by 
Dr. George F. Lull, Chicago, secretaty 
and general manager of American Met 
ical Assn., in an address before the af 
nual convention of the American Phat 





maceutical Assn. here. 


“Voluntary health insurance can give 
better medical care to more people thai 


can a regimented socialistic pla 
tional health insurance,” Dr. Lu 












n of na 
11 stated. 
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NEW YORK—Analysis of figures 
ported for the first six months shows 
that the companies wrote new business 
yd gained insurance in force at a 
jower pace than last year. There are, 
of course, exceptions to this, notably 
Northwestern Mutual, New England 
\utual and Lincoln National. 

The falling off in new business and 
n in-force gain was more pronounced 
mong the “combination” companies, 
riting industrial as well as ordinary, 
than among the strictly ordinary com- 
panies. 

Lapses are up, though not by a high 
percentage. oe ; 
Despite all the manifestations, the 
morale is high and nobody appears to 
be complaining. Apparently, even with 
the drop in business, production is still 
3 good that nobody would kick if it 
never got any worse than it is now. The 
possibility that this year will continue 
to show a decrease in new writings and 
in in-force gain which may even extend 
into 1948 is not causing any widespread 
concern. 
Recruiting Results Discouraging 
This optimism is all the more re- 
markable when the post-war recruiting 


experience is considered. Nearly all 
companies have been disappointed in the 


General Optimism Reigns 
Despite Business Drop 


young men that they took on in their 
agency rebuilding programs. A _ high 
percentage washed out even though it 
was at a time when the companies had 
more to offer in the way of training 
on the job, campus courses and added 
knowledge and improved techniques in 
training. 

The trouble appears to have been 
not with the courses or procedures that 
were followed nor, very likely, with the 
recruits themselves. The main diffi- 
culty seems to have been that these 
men were taken on at a time when they 
were not really settled in their minds 
as to what they wanted to do as a life 
work and were still in a “shopping 
around” frame of mind. This attitude 
was not conducive to success. Perhaps 
many of these men could have made 
successful agents if they had been taken 
on at a time when they felt they knew 
what they wanted to do and were con- 
vinced that life insurance work was 
for them. 

Recruiting today has gotten around 
to a more normal basis as respects age. 
There is not so much emphasis on 
young men. On this basis the outlook 
is said to be more hopeful for getting 
the kind of men who will apply them- 
selves to the business and make a suc- 
cess of it. 





GETS THE MONEY 





Applications and checks come in a sin- 
gle package for Hubert Davis, Knight 
agency of Union Central, New York 
City. He explains an enviable record 
over many years for prepaid applications 
with simple techniques developed early 
in his career. 

As the prospect signs the application, 
Mr. Davis says: “Don’t make out the 
check to me, Mr. Prospect, make it out 
to Union Central.’’ Given this stimulus, 
most applicants will pull out a check 
book and make it a prepaid application, 
he says. A reluctant prospect who says 
he has never done it before is met with 
the answer: “I don’t want to criticize 
other insurance men, but it is customary, 
Mr. Prospect.” Mr. Davis believes that 
“customary” is a good motivating word. 
He says most men are followers, not 
leaders, and when they learn that it is 
customary to sign the check and the ap- 
plication at the same time they are will- 
ling to do it. 


jFinal Motivating Plea 


An applicant who is really reluctant to 
Write the check with the application is 
subjected to a final motivating argu- 
nent. This illustration has never failed 
Mr. Davis, but he finds that he seldom 
jas to use it. The actual incident oc- 
tured early in his insurance career and 
‘tonvinced him of the necessity of pre- 
payment and an immediate medical ex- 
amination. 

Mr. Davis had a prospect who had 
deen made president of his company—a 
‘izable promotion. Naturally the news 
took Mr, Davis to see his client. Reluc- 
‘ant to acquire more coverage before he 
nad become established in his new job, 
the client asked Mr. Davis to wait a few 
months for the additional insurance. He 
admitted the need, but didn’t want to in- 
“7 the additional obligation immedi- 
ely. 


— 











Progressive western insurance company needs 
qualified Group men to fill two openings in 
Midwest in important territories. Compensation 
Commensurate with past experience. Address 
N4, The National Underwriter, 175 W. Jackson 
Bivd., Chicago 4, Illinois. 
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Power of Suggestion Gets 
Check with Application 


In slightly less than the stipulated 
time, Mr. Davis returned to his client. 
Together they decided on the amount, 
but before the application could be 
signed they were interrupted. An ap- 
pointment was made for the next day, 
and Mr, Davis arranged to have a doctor 
present so that the examination could be 
effected as soon as the application was 
signed. 

The morning of his closing appoint- 
ment found Mr, Davis and a doctor in 
the client’s office when his secretary told 
them that the client had been swept to 
his death from the deck of a ferry boat 
by a wave, on his way home the night 
before. 

The powerful effect of that story as a 
motivator for reluctant applicants was 
tested the same day. On his way back 
to his office, Mr. Davis had to pass the 
offices of seven prospects. To each one 
he pointed out the need for additional 
insurance and told of the events of the 
previous day. This resulted in seven 
prepaid applications for additional insur- 
ance and an immediate medical examina- 
tion. 


Feels Double Obligation 


Today Mr. Davis says that he feels an 
obligation to his prospect and his own 
family when he gets an application. Be- 
cause of these obligations, he wants pre- 
payment and an immediate medical ex- 
amination. He tells his prospects that 
he doesn’t want them uninsured for one 
minute longer than necessary, once they 
are convinced that they need more in- 
surance. This protects the client. It 
also protects Mr. Davis. He 
frankly that he has a reputation as an in- 
surance man, and as soon as one client 
applies, is examined, and dies before he 
can pay his first premium, Mr. Davis 
will have his reputation blasted. 


Insist on Immediate Payment 


He says that many agents have per- 
fected the art of closing but few have 
attempted to exercise the same convinc- 
ing qualities when they ask for the first 
premium in advance. The agent who 
asks: “Will you give me your check 
now?” makes it ,too easy for the appli- 
cant to say “no.’ 
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ploye but to the employer because it is 
part of a pattern on which much of the 
economy of this country is based — 
namely receiving salary or wages by the 
month, paying for a home or paying rent 
by the month, and the great bulk of 
other business carried on the installment 
method. It is therefore a natural carry- 
over into our business.” 
“Must” for Agent 

A good personal program, in Mr. 
Hoyer’s opinion, is a “must” if an agent 
is to be successful in selling salary de- 
duction to the individual employe. 


“When a man asks me, ‘How much a 
week do you put in life insurance?’ I 
have no hesitation in discussing my own 
life insurance program. Since most 
young men have much the same sort of 
family obligations, he can relate his 
problem to mine and see how the life 
insurance will work for him, too.” 

Mr. Hoyer finds the social security 
approach effective with employer and 
employe alike. “Many people know little 
or nothing about the amendment to the 
social security act passed in August 
1946,” he said. “To the exectuives of the 
company, we show how we program the 
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Salesmen of most commodities leave few endur- 
ing monuments to their accomplishments. The 
life insurance salesman, however, sets in motion 
a chain reaction which may continue dispensing 
good to generations yet unborn. 
whose foresight guarantees a college education 
for his son through life insurance, at the same 
time broadens the economic horizons of his 
grandchildren and their offspring. Engineering 
the release of this timeless, beneficent force is 
a special satisfaction of the career underwriter. 
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might be expedient.” 
Selling to Wealthy Men 


Discussing the technique of selling life 
insurance to wealthy men, Milton Gold- 
standt of Chicago said, “Perhaps you 
are wondering how it is possible for me 
to get a wealthy man, in the higher in- 
come brackets, whose spendable income 
has been greatly reduced, to pay pre- 
miums on large amounts of life in- 
surance. Without the least bit of 
chagrin or embarrassment I show my 
prospect how simple it is for him to 
convert the accumulation he has into 
cash for the purpose of expanding his 
estate. In other words, he invests his 
capital, not income, in new life insur- 
ance.” 

In prospecting for wealthy policy- 
holders Mr. Goldstandt seeks out two 
kinds of information; data that will help 
him to qualify the man for a prospect, 
and facts that will help him to present 
the case to the company so that it can 
be issued and sold. 

Most of Mr. Goldstandt’s prospects 
are obtained through clients, attorneys, 
accountants or tax consultants. It is 
most important that the contact be es- 
tablished through someone in whom the 
prospect has business confidence. Mr. 
Goldstandt makes sure his prospect can 
take care of an enlarged insurance pro- 
gram. When he has determined that the 
prospect has good health, a good reputa- 
tion and sufficient funds to pay for a 
good program, the real work begins. 
Up to then he hasn’t seen him nor called 
him for an appointment. 


Likes Cold Convass 


Appointments are obtained in a very 
direct manner. Mr. Goldstandt simply 
calls the prospect on the telephone and 
asks for the privilege of an interview. 
Or he makes a cold canvass call—and 
this is the method he likes best. De- 
scribing his procedure, he said: “I walk 
into a man’s office and ask him for the 
privilege of an appointment within two 
or three days. I have learned from years 
of experience with wealthy men that at- 
tempting to sell on the first interview is 
not good.” 

When Mr. Goldstandt is working 
through an accountant or an attorney he 
tries to get either one to call the pros- 
pect for him and make an appointment. 
This, he explained, is a very simple way 
of getting the sales ideas over and one 
which will not meet with any resistance. 

“Keep the proposal simple,” is Mr. 
Goldstandt’s advice. “Fancy proposals, 
in my experience, are not the thing to 
present. I have closed many cases using 
the memorandum pad from the top of 
the desk as my proposal.” 


DIRECT MAIL 


“Tt is difficult to drive oneself to see 
a prospect who has not replied to a 
direct mail letter,” said V. L. Minisci of 
Buffalo. “Nevertheless we know that as 
many sales are made to non-repliers as 
to repliers. We call on them and inquire 
as to whether or not they received a 
letter. This usually brings about a re- 
sponse from the prospect which can be 
used as a means of getting into a sales 
presentation.” Telephoning for an ap- 
pointment, in Mr. Minisci’s opinion, is 
the best way of approaching a direct 
mail replier and results in the most de- 
sirable kind of interview. 

Mr. Minisci emphasized the impor- 
tance of being consistent about mailing 
letters, pointing out the most successful 
users of direct mail are those who set 
about to send out a definite number of 
letters month in and month out. Doing 
the same thing over and over again is a 
requisite in the successful use of sales 
letters. 

Of major importance, according to 
Mr. Minisci, is the selection of the list. 
He said the most effective lists are those 
obtained by actual prospecting for names 
for circularization, such as names ob- 
tained through centers of influence, 








to obtain names of people for direct maj 
circularization purposes, 


Guide to Women’s Market 


A guide to the women’s market wa 
offered by Mrs. Edith Logan of Boston, 
Young widows carrying on small bug. 
nesses left by their husbands, constitu, 
an important group of prospects, accord. 
ing to Mrs. Logan. Such a woman like; 
the realization that she has some quaj. 
fications that are of monetary value. 

Women doctors offer little resistang, 
They are intelligent enough to know 
they haven't time to study how to in. 
vest money and they will accept a li 
insurance company’s promise to retyy 
their savings to them at the time and jy 
the way most suited to their needs, The 
readily agree with you that they hay 
heard so many doctors talk about their 
stock market losses. 

Women accountants, women head 
bookkeepers are uncommonly  gooj 
prospects. They can save more money 
than the front office receptionist who 
must look smartly dressed. Social work. 
ers offer a good field, because they 
know by constant observation the finap. 
cial condition of those who never plap. 
ned. Doctors’ assistants and _ personnel 
employes are also receiving constant ob. 
ject lessons by their contact with people 
who have no money to pay for treat. 
ment or who are seeking jobs they are 
too old to fill. Office managers, many 
of whom are women, also take a retire. 
ment appeal seriously. Most of them 
have personnel problems which cannot 
be solved because the “fussy bookkeeper 
with forty years of accuracy behind her, 
the secretary who is becoming uncooper- 
ative” cannot be retired because they 
haven’t saved enough to live on. 


Dependent Wives Buy 


A lucrative but neglected women's 
market is composed of dependent wives, 
Mrs. Logan said that when she delivered 
a $10,000 policy she had sold toa 
woman of 50 her client said, “You were 
the first person who ever thought I was 
economically worth anything. My hu: 
band always gave me _ everything | 
wanted, but this retirement policy was 
the first property I have ever owned.” 
Pointing out that many married women 
plan their housekeeping allowances with 
a margin for saving, Mrs. Logan said: 
“Many women have their own savings, 
generally in the bank. Give them the 
idea that by transferring some of it to 
the life insurance bank, they will have 
their own income so that after retire 
ment, they can buy that Christmas or 
birthday gift for their husbands with 
their own money.” 

Many widowed young grandmothers 
respond to the appeal of an educational 
fund for a favorite grandchild. One oi 
Mrs. Logan’s clients is a grandmother 
who has assured an education for each 
grandchild with separate $10,000 policies 
set up for that purpose. 

Hardest to sell of all women prospects 
are the young married women. Said Mrs. 
Logan: “They have never had trouble, 
they are always sure they could get@ 
job. They always seem to have someéoit 
with whom they could leave their chil 
dren if they were forced to go to work. 
To them I offer the suggestion that at 
cording to modern theory those children 
grow up happier and are less apt to be 
subject to psychiatric difficulties if the 
mother is at home during the first s* 
years of childhood. A helpful statement 
is the fact that this same insurance 
provide future income for the husban 
or that it may be the collateral to statt 
him out on his own business.” 


No Need to Sell Group Idea 


The idea of group insurance no longe 
needs to be sold. The agent’s main pr 
lem now is to sell himself and his com 
pany, said Vice-president C. W. Wyatt 
He said “group sales should be a supple: 
ment to personal insurance, not a § 
stitute for it. The agent’s bread and 

(CONTINUED ON PAGE 28) 
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Provident Mutual Life Men Gather 
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—— 
jolding his lantern high and looking for 
49 honest man? A successful life un- 
jewriter holds a lantern high looking 
or life insurance situations; his lantern 
; the questions he asks, the things he 
Curiosity is a continuous and 


yp in the morning until I go to bed at 


"Foight. The people with whom I brush 


shoulders every day have a life story to 
ll. They will gladly tell it if I ask and 
I] will listen. 


Must Protect Source 


“Centers of influence are people who 
fike you, believe in you, and think that 
yor know your business to the extent 
that they will recommend you to other 
people. A center of influence is for you 
pecause he believes that you are sincere 
and will do a good job for the people 
to whom he recommends you. Make 
sure that when recommendations are 
made, you protect your center of in- 
fuence. Many situations which are 
tipped to you will be confidential ones 


“Tand it depends upon your diplomacy 


and protection of your source of infor- 


I mation as to whether or not he will 


continue. 

“Everyone of us likes to do business 
with the man who knows his business. 
We also like to do business with the 
man who makes us feel that he is sin- 
cere and is interested in us. you 
doubt that, ask yourself sometime why 
you choose your family doctor. 

“The life insurance man is today an 
important part of his community life. 
He is assuming daily, more and more, a 
professional position. Why is this? It 
is because his knowledge of taxes, estate 
planning, social security, investments, 
and human problems make him a person 
to be consulted wherever the problems 
of family security and old age retire- 
ment are present.” 





BUSINESS INSURANCE 





D. H. Monahan, financial vice-presi- 
dent, pointed out a number of business 
insurance opportunities that are opening 
up under post-war conditions, and illus- 
trated by case histories how cash sur- 
tender values of business life insurance 
could be of great help to corporations 
seeking credit. 

“If life insurance owned by a cor- 
poration is assigned to the corporation’s 
creditor it is entirely possible that the 
business can borrow funds at a lower 
interest rate because the business risk 
to the lender is less,” Mr. Monahan 
said. “Interest rates represent in large 
part an appraisal of risk and the lower 
the risk the lower should be the interest 
tate, 

“The impact of estate taxes is such as 
to cause people to think increasingly of 
problems pertaining to ‘death and 
taxes’, 

“Many concerns are being bought and 
sold today solely for tax reasons. Poten- 
tial buyers often need to borrow money 
to help finance the purchase of going 
concerns. If life insurance is a factor in 
the picture the raising of funds is made 
much easier. 


Net Worth Grown Amazingly 


“To the extent that business insurance 
has been sold in the past to protect the 
het worth of the company, to that extent 
msurance should be reviewed again im- 
mediately. It is amazing how in the last 
two years the net worth of small com- 
Panies has grown, largely because of 
unprecedented earning power. The cor- 
porate earnings have had to be retained 
i the business to meet expansion re- 
quirements. Thus, business insurance 
that was issued two years ago may be 
} today—a _ situation 
which may have been completely lost 
sight of.” 

Mr. Monahan particularly suggested 
Setting in touch with friends and clients 
who are commercial bankers, public ac- 
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countants, or lawyers. They are in a 
position to know the financial problems 
of many small businesses. Also they will 
appreciate the agent’s entrance into the 
picture because he has a service to ren- 
der which may solve many of the prob- 
lems of their clients, he said. 

C. Sumner Davis, assistant manager 
of agencies, addressed the meeting on 
the subject of national advertising vs. 
direct advertising, and summarized the 
reasons why the company had turned 
from advertising in national media to 
direct mail, calendars, bi-monthly blotter 
service, booklets and leaflets, novelties, 
and other types of advertising which 
will help the agent sell and which will 
help build his prestige in his own com- 
munity. 


Agent Is Advertised 


“Instead of advertising the company 
and the company’s policies, we are ad- 
vertising the agent himself wherever it 
is possible to do so,’ Mr. Davis re- 
marked. “Except for the annual state- 
ment advertisement and our advertise- 
ments in the insurance journals, we have 
expended our advertising funds in boost- 
ing the agent where it will help him 
most. It is perfectly obvious that in 
every city represented in this meeting, 
you and other Provident agents are the 
company. 

“This means that if we want to get our 
money’s worth from our advertising dol- 
lars we will spend them by reaching 
directly the prospects of our agents. Any 
other prospects are useless. Not only 
that, but if the money is spent to boost 
the agent himself, then you have a pro- 
ductive advertising campaign.” 

Mr. Davis cited statistics showing by 
actual sales records the profits to the 
agent in making extended but intelligent 
use of the company’s advertising mate- 
rial. 

R. T. Wright, outstanding agent from 
Lawrence, Kan., described the com- 
pany’s previous convention at Banff, 
Canada, and advised his hearers to 
qualify for membership in the Round 
Table in order to attend the 1948 meet- 
ing to be held there. 


W. K. Wise on Closing 


Vice-president W. K. Wise brought 
the convention to an end with a talk 
entitled “Gadgets,” but which covered 
many phases of the sales process. He 
emphasized the importance of letting the 
prospect buy rather than appearing to 
sell. 

“The biggest single closing argument 
is age change. Why is it popular?” Mr. 
Wise asked. “Is the purchaser after a 
bargain? Possibly. Is he out to ‘beat 
the company?’ I am wondering. 

“Maybe it gives him an opportunity to 
think he is logical when he isn’t. Men 
don’t like to be sold things. They like to 
buy things. It is quite likely that Joe 
Zilch says to himself. “I don’t like the 
idea of this agent forcing life insurance 
on me and I’m not going to give him 
the pleasure of thinking that he did. So 
I'll buy because my age changes tomor- 
row.’ 

“A smart salesman is the agent who 
says to his prospect ‘Yes, it was very 
intelligent of you to plan for this in- 
surance.’ ” 





Actuarial Prizes to 17 


Seventeen Canadian students who 
passed the early joint examinations of 
the Actuarial Society and the American 
Institute of Actuaries won prizes of- 
fered this year for the first time by the 
Canadian Life Officers Assn. D. S. 
Fraser, Stratford, Ont., D. B. Gillies and 
CG; Lonergan, both of Toronto, won 
$200 awards for making a creditable 
standing in the first three examinations. 
Twelve received $100 prizes for high 
marks in either parts 1 and 2 or part 3. 
The $50 awards went to two students 
in a special category who sucessfully 
completed the part 3 examination. 
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LIVE AND LET LIVE 


is the policy of the Western 
Life. Exemplified, for instance, in this provision 
of an agent’s contract: “Nothing herein con- 
tained shall prevent you from tendering an appli- 
cation to another company * * * if the prospect 
insists that it be placed with a certain, specified 
company.” 





The issuing company, we think, is secondary 
to a man’s need for insurance. 


WESTERN LIFE 


INSURANCE COMPANY 


Since 1910 MONTANA 


HELENA 
Insurance in Force Over $130,000,000 


LEE CANNON 
Agency Vice President 


R. B. RICHARDSON 
President 











1907 —- FORTIETH ANNIVERSARY — 1947 


GENERAL 
AGENCY OPENINGS 


Kentucky 
Georgia 


Texas 
Tennessee 


OPPORTUNITY 


for qualified life underwriters 
@ Liberal Agency Contracts 


@ Complete line of Policies 


@ Up-to-the-minute aids in 
Recruiting-Training-Sales 


@ Close Home-Office cooperation 


Insurance in Force over $273,000,000 
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LEGAL RESERVE FRATERNALS 





W. O. W., Omaha, 
Meet in Chicago 


OMAHA—Some 400 field representa- 
tives of Woodmen of the World Life in 
30 states have qualified for the “all-ex- 
penses” trip to the annual field confer- 
ence in Chicago Sept. 16-17. They ex- 
ceeded the goal for new members en- 
rolled and life insurance volume written. 

Thomas R. Heaney, head of Catholic 
Order of Foresters and past president 
National Fraternal Congress, on behalf 
of Chicago fraternalists, and Foster F. 
Farrell, secretary-manager N.F.C., will 
extend welcome. The first evening ses- 
sion will be a closed meeting with initia- 
tion of a large class, and ritualistic cere- 
monies by the drill team and officers of 
the Woodmen camp of Columbus. The 
second day will be devoted to a refresher 
course in insurance salesmanship con- 
ducted by Alden C. Palmer, R. R. 
Service, Indianapolis. 

The national service committee of the 
society will hold its annual meeting the 
16th to plan new society projects in civic 
and community services. State man- 
agers will meet Wednesday for a plan- 
ning conference. 

Some 2,000 members gave a week of 
their time and many hours of effort to a 
program of training and competition in 
drill at four district encampments held 
in July and August to train uniform rank 
companies in the semi-military drill, 
manual of arms and other exercises, and 








LEGAL reserve fraternal 

life insurance society for all 
Lutherans on 3% American Ex- 
perience reserve basis. Twenty- 
nine years old — $175,820,660.00 
in force. Mortality experience 
1946—21.95%. Rate of assets to 
liabilities—108.70%. 


* 


Our new agents’ contract, with 
retirement program, has been 
enthusiastically received by our 
agency force. You, too, will be 
interested. 


* 


Address your letter of inquiry 

to 

THE SUPERINTENDENT OF 
AGENCIES 


LUTHERAN BROTHERHOOD 


LEGAL RESERVE LIFE INSURANCE FOR LUTHERANS 


Herman L. Ekern, President 
608 Second Ave. So., Mi polis 2, Minnesot 
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“Since 1868”—the 
best in Life Insurance 
Service for Catholics 


CATHOLIC 

i] PAMILY PROTECTIVE 
LIFE ASSURANCE SOCIETY 
720%. WATERSTREET - MILWAUKEE 2, Wits 

Whole Family Life lasvrance for Catholics 
THE WOMAN’S BENEFIT ASSOCIATION 
Founded 1892 
4 Legal Reserve Fraternal Benefit Society 
Bina West Miller Franees D. Partridge 


Supreme President Supreme Seeretary 
Port Huron, Michigan 
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corps. One encampment 
was held Aug. 7-11 at Camp Couchdale, 
near Hot. Springs, Ark., with Robert L. 
Forgan, Oklahoma City, a colonel in uni- 
form rank and first adjutant general of 
the semi-military Woodmen organiza- 
tion when it was organized in 1901, as 
commander; another at Camp Light, 
near Zaleski, O., July 21-26, commanded 
by Col. C. G. Lamb, Madisonville, Ky. 
A third July 28-Aug. 2 at Camp Toccoa, 
Ga., with Brigadier General Barrington 
T. Hill, Wadesboro, as camp comman- 
der, and the fourth for all of Texas held 
at Camp Palacios, on Tree Palacios Bay, 
111 miles southwest of Houston, with 
Col. M. O. Stephenson, Beaumont, as 
commander. A strictly military atmos- 
phere was maintained, with reveille, in- 
spection, military drills and maneuvers, 
athletic contests, etc., and on the final 
day presentation of trophies, ribbons 


N. Y. Managers 
Good Men Are 


NEW YORK — Recruiting here is 
on the upswing from the standpoint of 
both quantity and quality. General 
agents who have launched or are about 
to start recruiting drives are pleased 
with the prospective agents. One of the 
main factors behind this new, high qual- 
ity trend in recruits is the high general 
wage scale prevalent throughout the 
country. 

The agent entering into a training 
program is one who wants to sell life 
insurance and wants to be in the insur- 
ance business. He is not driven to it. 
It is no longer a last resort, to which 
he turns if his shoes are worn through, 
as he did during the depression years. 


Recruits Like Job’s Freedom 


These new men are entering the in- 
surance business because they like it. 
They like the freedom it affords and the 
opportunity for direct benefits from in- 
dividual initiative. Many of them are so 
anxious to work for themselves that 
they are accepting less money in their 
training program and taking a cut in 
salary merely to enter the life field. 
These men do not seek immediate divi- 
dends in their work. They are building 
for a solid, secure future in work where 
they will be their own boss. 

Despite high prevailing wages outside 
the industry, the general agents can se- 
lect prospects with great care. They 
need not take poor material. Many of 
them are interviewing at great length 
applicants for training in the life field. 
These men are frequently called back 
for interviews three or four times be- 
fore the general agent is finally sat- 
isfied. 

Capitalizing on 


the opportunity to 








Institute Course Syllabus 


Insurance Institute of America has 
released a syllabus describing its cor- 
respondence courses for the 1947 school 
vear. The courses are offered by many 
insurance societies throughout the coun- 
try and also can be taken on an inde- 
pendent basis. Examinations are con- 
ducted and institute credit given to 
those who successfully complete the 
work. The office of the institute is at 
80 John Street, New York, 7. 





L. L. Butler with Manhattan 


L. L. Butler has been appointed 
brokerage supervisor of the Robbins 
agency of Manhattan Life in New York 
City. He started in life insurance as a 
Metropolitan Life agent in Mount Ver- 
non, N. Y. in 1932, later serving as in- 
strutcor and assistant mamager. He has 
been with Connecticut Mutual as an 
agent in Newark since 1943. 


and individual prizes to winners in mili- 
tary contests. 


Kupiec Heads New Office 


FLINT, MICH.—A district office of 
Independent Order of Foresters has 
been opened here at 1107 Downey street, 
with Henry Kupiec, Detroit, in charge. 
The office will have jurisdiction over all 
the counties in Michigan’s “Thumb” 
district east of here. A sales division is 
to be organized here and the present 
Flint lodge, which now has 150 mem- 
bers, is to be expanded. 


W. O. W. 6-Month Record 


Setting a half-year production rec- 
ord, field representatives of Woodmen 
of the World Life registered an increase 
of 3,056 new applications. Increased 
volume of production as a result totaled 
$4,317,588. New insurance totaled $47,- 
292,188 for the 39,594 new applications 
secured during the first six months. 
This was a 10% increase. 


Find Many 
Available 


use selectivity, many general agents are 
imposing severe restrictions on pros- 
pective recruits and weeding out all but 
the best. In some cases, aside from the 
aptitude test, general agents are re- 
quiring as much as two years’ actual 
selling experience. Many general agents 
look for recruits who number at least 
100 people among their circle of ac- 
quaintances. 

_ Naturally, the severe shortage of space 
in New York is contributing to the atti- 
tude of the general agent. It is not eco- 
nomically sound to hire a recruit and 
supply him with scarce desk space un- 
less the general agent is convinced of 
the recruit’s ability to produce a sizable 
amount of business. General agents can 
no longer scatter their efforts and hope 
for one good agent out of 10 or more 
recruits. 





Lull Raps Compulsory Plans 


MILWAUKEE — Compulsory fed- 
eral health insurance was attacked by 
Dr. George F. Lull, Chicago, secretary 
and general manager of American Med- 
ical Assn., in an address before the an- 
nual convention of the American Phar- 
maceutical Assn. here. 

“Voluntary health insurance can give 
better medical care to more people than 
can a regimented socialistic plan of na- 
tional health insurance,” Dr. Lull stated. 


Reserve Life of Dallas has been li- 
censed for life and disability business 
in California. Miss Hester Webb, San 
Francisco, insurance attorney, is named 
agent for service. 





John Marshall of Chicago has entered 
Virginia. 


Agent Makes Sales 
to Husband Through 
Appeal to Wife 


NEW YORK — A successful young 
life agent in New York City is capital. 
izing on the purchasing power of wome, 
and exploiting the male market with the 
use of a reverse twist. Explaining the 
logic behind his system, he said that be. 
fore he had been in the field a year he 
knew that most masculine prospects 
were unwilling to close until they hag 
gone home to “talk it over with 
wife,” and the agent had to explain il 
proposal twice to make a sale. A 
that husbands in most cases could 
explain the insurance proposal well ang 
that husband and wife together usually 
manufactured a negative attitude before 
the agent came to call and explain the 
proposal to the wife, this agent has 
been working all possible cases a dif. 
ferent way. 

First he approaches the husband and 
plants the seed of a need for insurance 
Without bringing the prospect to the 
point where he might feel he should 
discuss the matter with his wife, the 
agent tries to get the information he 
will need to prepare a program. With 
this information he prepares his pro. 
gram and whenever possible, calls on his 
prospect at home, taking with him what 
the prospect may want to read. 


Explanation to Wife Worth While 


If husband and wife are home, the 
agent is ready to make his proposal and 
brochure of insurance information which 
explain the program he has prepared, 
When the agent finds the wife home 
alone, he leaves the insurance inform 


tion and at the same time explains the }¢ 


insurance program to her. When he can 


explain the program to the wife andj 
convince her of the benefits and advan- fy 


tages under the plan he feels that his 
sale is more than 50% made. 

He has not yet attempted to close the 
application, but at a later visit he feels 
that he has an ally in the wife and he 
believes that with a normal prospect 
the wife constitutes more than _ half of 
the negative attitude. When the wife is 
convinced of the merits of the proposal 
and is not antagonistic this agent be 
lieves that few husbands will decline 
an opportunity to buy insurance. He 
believes that in most cases where aa 
agent loses an application because ofa 
wife, it is because she has developed 
misconceptions about the policy from 
her husband’s explanation. He says that 
this attitude is doubly hard to over 
come when the agent is trying to e& 
plain the policy to the wife and at the 
same time sell it to the husband. 

When he is unable to explain the 


insurance program to the wife alonc {5 


tries to circumvent an explanation by 
the husband, suggesting that he be a 
lowed to present the program to the 
wife with the husband, before husband 
and wife have discussed it together. 








50 Years of Praiseworthy Service 
Life Insurance in Force................++++ +$38,500,000 
Benefits Paid since Organization............. 24,000,000 
Assets now more than...................-+-+ 11,000,000 | 
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Liberal and attractive contracts for men and women as Field representatives 
in Illinois, Michigan, Minnesota and Wisconsin. Write for information. 


EQUITABLE RESERVE ASSOCIATION 
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adelphia; Herman A. Union 


Central, Chicago. 
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Zischke, 
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Qualifying Members—Kepeating 


J. Miles Abell, Southwestern Life, 
Houston J. Max Abramowitz, Reliance 
Life, Baltimore. D. Lee Ballard, New 


York Life, Augusta, Ga.; Charles S. Beck, 
Northwestern Mutual, Toledo; Samuel M. 
Barg, New England Mutual, New York; 
Robert O. Bickel, National of Vermont, 
Cedar Rapids, Ia.; Ralph G. Bosher, Jef- 
ferson Standard, Norfolk, Va.; Raymond 
H. Bradstreet, New England Mutual, 
Los Angeles; Fred Brand, Jr., Connecti- 
cut Mutual, Pittsburgh; T. James Brown- 
lee, Equitable Life, St. Louis; M. Luther 
Buchanan, Massachusetts Mutual, Bos- 
ton; H. R. Buckman, Old Line Life, Mil- 
waukee; John D. Campbell, Massachu- 
setts Mutual, Lincoln, Neb.; Roy 
Carrick, Aetna Life, Worcester, Mass.; 
Lee Caswell, George Washington Life, 
Munfordville, Ky.; Irwin M. Charlap, 
Sun Life, Philadelphia; Joseph J. Co- 
burn, Massachusetts Mutual, Detroit; 
Warren F. Coe, Penn Mutual, Oshkosh, 
Wis.; Alvin H. Cohen, Northwestern Mu- 
tual, New York; J. Lowell Craig, North- 
Western Mutual, Indianapolis. 

* * ok 


Arthur C. Decker, Jr., Great Southern, 
Shreveport, La.; R. B. Dinsmore, Provi- 
dent Mutual, Princeton, N. J.; Francis 
B. Donovan, Northwestern Mutual, Pe- 
‘erborough, N. H.; Malcolm G. Drane, 
Northwestern Mutual, New York: Miss 
Ethel N. Elmer, Independent, Chicago; 
Ralph G. Engelsman, Penn Mutual, New 
York; Duncan J. Finlayson, Standard 
life, Toronto; Frank P. | Fonvielle, 
Phoenix Mutual, Oklahoma City; David 
A. Freedman, Equitable Life, New York; 
Frank H. Fuhrman, Connecticut General, 






































gval, Cleveland; Lewis H. Hall, 
Washington Life, 


| 


Reading Pa.; Alex J. Geisenberger, Con- 
hecticut Mutual, Dallas; Milton A. Gold- 
pandt, John Hancock, Chicago; Aaron B. 
ioldstein, Metropolitan, Roxbury, Mass.; 
heo. M. Green, Massachusetts Mutual, 
Oklahoma; H. R. Grobe, Great Southern, 
Houston, 





* * * 
Henry E. Haiman, Northwestern Mu- 


George 
R Elizabethtown, Ky.; 
alph W. Harbert, Northwestern Mutual, 
Battle Creek; James G. Harding, North- 


Western Mutual, Portland; Carl E. Har- 
a Equitable Life, Chicago; Rolla R. 


ays, Jr.. New England Mutual, Los An- 
Beles; Samuel Heifetz, Mutual Life, Chi- 
4g0; Edward E. Henderson, Pacific Mu- 
‘ual, Chicago; John D. Hibbard, Mutual 
denefit, Grand Rapids; C. V. Hickman, 
orthwestern Mutual, Eugene, Ore.; 













STR MABTY 7 
‘HE TAKES SELLING OF EDUCATION POLICIES 
VERY SERIOUSLY.” 
a = s tobert C. Holland, New York Life, New 
Mi 10na1re ist York; Frank R. Horner, Northwestern 
Mutual, Madison, Wis.; John R. Hum- 
phries, Provident Life & Accident, Chat- 
Sets New Record tanooga; Edward D. Husted, Aetna Life, 
Toledo; George W. Jacobson, Northwest- 
= Rar = Minneapolis; Nathan S. 
eee % 4 acobson, Reliance Life, Baltimore; W. 
(CONTINUED FROM PAGE 2) Hollis Jenkins, Massachusetts Mutual, 
Mutual, Chattanooga; David Warshaw- Los Angeles; William E. Johnson, Jr., 
sky, Reliance Life, Cleveland; Robert E. Mutual Benefit, Boston. 
Watson, gg pas. San P Aine ean es © 
Sidney Weil, Mutual Benefit, Cincinnati; Don C, Kite, New York Life, Morgan- 
Charles H. Weiss, New England Mutual, town; A. H. Kollenberg, Mutual Benefit, 
New York; Simon D. Weissman, Equit- Grand Rapids; F. Gibbs LaMotte, Massa- 
able Life, Boston; Alfred D. Whitaker, chusetts Mutual, Baltimore; Walker 
Massachusetts Mutual, Providence; QLaramore, Penn Mutual, Miami; Matthew 
Harry K, Wolkoff, Northwestern Na- Jj. Lauer, Continental American, New 
tional, St. Paul; Brown C. Woodbury, york: Thomas A. Lauer, Northwestern 
New York Life, San Francisco; Harry T. Mutual, Joliet, Ill.; Rudolf Leitman, 
pl F 2. wedenog Or pee aa Irvin New York Life, Detroit; Sidney E. 
foffee, Independent, arrisburg, Ps.; Leiws . m Ti Jew - Ww 
Set debiey. Northwestern Mutual, Phil. Leiwant, Crown Life, Newark; Walter 


B. Lichtenstein, John Hancock, Indian- 
apolis; F. Jean Little, Independent, De- 
troit; Ralph E. Loewenberg, Massachu- 
setts Mutual, New York; Isaac Loskove, 
State Mutual, Memphis; Eugene T. Loth- 
gren, Northwestern Mutual, Providence; 
oe V. Lurie, New York Life, Brook- 
ms * * * 

William H. McCoy, New England Mu- 
tual, Detroit; Ben S. McGiveran, North- 
western Mutual, Chicago; Lantz L. 
Mackey, Home Life, Detroit; Henry L. 
Maltenfort, Northwestern Mutual, Chi- 
cago; Edwin O. Martin, Provident Life 
& Accident, Chattanooga; Stanley E. 
Martin, State Mutual, Dallas; Charles S. 
Miller, Lincoln National, Tyner, Ind.; 
Charles Moore, Connecticut Mutual, 
Memphis; J. Perry Moore, Great South- 
ern, Houston; Leonard Mordecai, North- 
western Mutual, Boston; Sam Morris, 
Union Central, Springfield, Ill.; Franklin 
A. Morse, Northwestern Mutual, South 
Bend, Ind.; Cecil W. Murray, Great 
Southern Life, Huntsville, Tex.; Magnus 
B. Norman, Jefferson Standard, Denver; 
Barney Nuell, Connecticut Mutual, Los 
Angeles; Jack G. Oltorf, Republic Na- 
tional, San Angelo, Tex.; Albert M. Ot- 


terbourg. Northwestern Mutual, New 
York; Herman H. Oxman, New York 


Life, New York. 
ot * 


Albert M. Palmer, Massachusetts Mu- 
tual, Miami; Charles R. Phelps, Mutual 
Benefit, Sacramento; Walter M. Pierce, 
Massachusetts Mutual, Miami; Ernest 
M. Pomerantz, Sun Life, Philadelphia; 
R. Joyce Portnoy, Massachusetts Mutual, 
St. Louis; Carl D. H. Prussing, Connec- 


ticut General, Philadelphia; Alfred 
Pugno, Mutual Life, Fremont, Mich.; 
Henrikas Rabinavicius, New England 


Mutual, New York; Lloyd Ramsey, State 
Mutual Life, Memphis; Eugene Rappa- 
port, Pacific Mutual, Chicago; Chester 
G. Raymond, National of Vermont, Ta- 
coma, Wash.; John K. Rickard, North- 
western National, Hutchinson, Kan.; C. 
Rigdon Robb, Northwestern Mutual, 
Chicago; Clarence W. Robbins, 
Life, Albany, Ore.; Mitchell M. Rosser, 
Phoenix Mutual, Boston; Albert G. Ru- 
ben, Mutual Benefit, Los Angeles; Frank 
J. Rubenstein, Equitable Life, Baltimore; 
Sam H. Rumph, Northwestern Mutual, 
Atlanta; Edward Russo, Northwestern 
Mutual, Baltimore; Allen Rutledge, Jr., 
Lincoln National, Washington. 


* * * 


W. Franklin Scarborough, New Eng- 
land Mutual, Ridley Park, Pa.; Charles 
Schiff, Mutual Life, New York; Charles 
E. Seay, Southwestern Life, Dallas; 


N. H. Seefurth, Northwestern Mutual, 
Chicago; James H. Smith, Jr., Massa- 
chusetts Mutual, Los Angeles; Carl P. 
Spahn, Equitable Life of lowa, Chicago; 
Louis R. Stein, Home Life, Newark; Al- 
bert I. Stix, Jr., Mutual Benefit, St. Louis; 
S. Roy Swenson, Provident Mutual, New 
York; Clarence E. Tobias, Jr., Provident 


.; Selby L. Turner, New England 
New York; M. Glenn Tuttle, 
Lincoln National, Miami; Loyd W. Uebele, 
Northwestern Mutual, Chicago; John M. 
Utter, Equitable Life of Iowa, Seattle; 
J. Harry Veatch, Northwestern Mutual, 


Los Angeles; H. Bruce Veazey, Indian- 
aoolis Life, San Antonio; George M. 
Venable, Northwestern Mutual, Colum- 


bus, Ga.; Robert G. Wall, Union Central, 
New York; Charles Wasser, Equitable 
Life, New York; Gordon Wear, Govern- 
ment Personnel Mutual Life, San An- 
tonio; Sidney Weisman, Northwestern 
Mutual Life, Detroit; Clyde R. Welman, 
National of Vermont, Memphis; Ralph 
E. Whitmoyer, Phoenix Mutual, Detroit; 
Hans E. Wirsing, Equitable Life, New 
York; Sidney L. Wolkenberg, Union 
Central, New York; Naaman J. Wood- 
land, Great Southern Life, Baton Rouge, 
La.: Ray T. Wright, Provident Mutual, 
Lawrence, Kan. 








Convention Dates 


Sept. 8-10, Bureau Personal A. & H. 
Underwriters, annual, Lake Morey Inn, 
Fairlee, Vt. 


Sept. 4-6, International Assn. of In- 
surance Counsel, Spring Lake Beach, 
N. J., Monmouth Hotel. 

Sept. 15-17, International Claim Assn., 
New Ocean House, Swampscott, Mass. 
ference, annual, Cape Cod, Mass. 


Sept. 29-Oct. 3, National Fraternal 
Conaresn, annual, Hotel Statler, Detroit. 


Oct. 2-4, Institute of Home Office Un- 
derwriters, annual, Edgewater Beach 
Hotel, Chicago. 

Oct. 6-10, American Life Convention, 
annual, Edgewater Beach Hotel, Chicago. 

Oct. 13, New Jersey Life Underwriters, 
annual, Hotel Traymore, Atlantic City. 


Oct. 23-26, Life Advertisers Assn., an- 
nual, Chateau Frontenac, Quebec. 

Nov. 12-14, Life Insurance Agency 
Management Assn., annual, Edgewater 
Beach Hotel, Chicago. 

Dec. 10-11, Assn. of Life Counsel, an- 
nual, Waldorf-Astoria Hotel, N. Y. 





Life Companies 
Invest Heavily in 
Business, Industry 


Securities of American business and 
industry represented nearly half of all 
new investments made during the first 
half of this year by the U.S. life com- 
panies, the Institute of Life Insurance 
reports. 


Stock-Bond Purchases 


The half year purchases of stocks and 
bonds of U.S. business and industry to- 
taled $1,897,000,000, which was 26% 
more than in the first half of 1946 and 
39% more than in the first half of 1945. 
Life company holdings of such securi- 
ties at mid-year amounted to $13,926. 
000, a new high representing 28% of the 
total assets of all companies. These. 
holdings were $1,440,000,000 greater 
than at the start of the year and $2,841,- 
000,000 more than at mid-year, 1946, 

Mortgages were netx in bulk in the 
life insurance ompanies’ purchases in 
the first half of the year, acquisitions in 
the first six months being $1,194,000,000 
or 75% more than the mortgages ac- 
quired in the first half of last year. 
Mortgage holdings of the life companies 
reached a new high at $7,682,000,000, 
one billion dollars more than holdings at 
mid-year in 1946. 


Premiums Now $6 Billion 


American families are this year put- 
ting 40% more into the purchase and 
maintenance of their family protection 
through life insurance than they did in 
1941 and in return have 44% more life 
protection, the Institute of Life Insur- 
ance reports. 

_This is indicated by the current flow 
of premium payments which are run- 
ning at an annual rate of more than 
$6 billion, compared with $5.7 billion 
in 1946 and $4,079,739,000 in 1941. 
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LORD BALTIMORE 
of BALTIMORE Street 


an address favorably known to millions of travellers 


Just a step from where you want to go—from the 


shopping, business, financial or theater districts. 
700 rooms—each with tub-shower combination 





and radio—comfortably appointed, immaculately 
maintained—and Maryland cuisine to delight the 
epicure. Convenient garage facilities. 


LORD BALTIMORE HOTEL 


H. Nelson Busick, Managing Director 
BALTIMORE AND HANOVER STREETS, BALTIMORE 3, MD. 
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; Orr Heads New Life Under- 
ACTUARIES || lI] ze: taining Counc WORKING WIVES 
(CONTINUED FROM PAGE 1) 
tion of the American College. The DISTRIBUTION BY AGE GROUPS, FEBRUARY 1946 
course will be of a practical nature, 
CALIFORNIA vocational rather than academic. Its oo Oo ¢ 
primary emphasis will be on the de- UNDER 25 
Saveth Bi. Cactes Carl E. Herfurth |} velopment of skills and the use of know!l- 
edge, rather than on the acquisition of 
COATES & HERFURTH information alone. The council course 350,000 
will begin with the prospect and the in- . 
CONSULTING ACTUARIES uner deanna i ah cinek, COKOKOKOOO OOO OOD 
620 Market Street 437 S. Hill Street ‘ 25 TO 34 
SAN FRANCISCO LOS ANGELES || Year for Each Section . 
The council course will be composed 
of two sections of 25 weekly class per- 1,330,000 
ILLINOIS iods of two and a half hours each, one oO OOD Oo O.0 OO OO OGL OO OO © © ¢ 
oe section to be completed each year. This 35 TO 44 
means a total of 62% hours per year, 
DONALD F. CAMPBELL and 125 hours for the two-year course. 
and Class meetings, which will probably be 1,940,000 
DONALD F. CAMPBELL, JR. || limited to 25 students, will consist of ae ee ee ak 
Consulting Actuaries and Public Accountants }j lectures, discussion and classroom dem- 45 TO 64 ’ 
“ onstration. 
188 W. Rent Os Shine 1, Hl. All phases of the agent’s job, at in- Teh 
; creasing levels of complexity and with i 
the introduction of new subject matter, 1,690,000 
will be covered in the new course. Each EACH SYMBOL: REP 
WALTER C. GREEN section will have five subdivisions. The Eo REPRESENTS 100,000 
, scope of each section, following an in- di PREPARED FOR 
Consulting Actuary tsoduction into the philosophic iil. * SOURCE: U. $. BUREAU = THE CENSUS INSTITUTE OF LIFE INSURANCE 
211 W. Wacker Drive ground and economic functions of life 
« insurance in section 1, and in the per- sbiacg e : Bae 
Chicago 1 and | : far iat . . spondence courses. In the specialized Life, New York; Charles F. Steinhofer, 
: sonal and business uses for life insur C Home Lite Crem Samuel t 
Franklin 2633 ance in section 2, will include problems 8TOUP, eight offered home office courses, Steinman, Northwestern Mutual, Chicago: 
of the client, market analysis, mechanics 10 companies offered branch office train- Barry B. Stephens, Massachusetts Maa 
and techniques, sales methods, and the ing, 11 gave traveling field training and oe ataal > lag ‘Srederialen 
HARRY S. TRESSEL agent as a businessman. These will be 46 offered correspondence courses. Stevenson, Equitable Life, Pittsburgh: 
. ). developed concurrently to indicate hori- The report comments that the cor- ere ee Northw eastern Mutua 
Certified Public Accountant and zontal relationships and periodic sum- respondence and reading courses are SE ey) ereant Beatin 
Actuary maries will be used to integrate verti- not, as a rule, company propositions and National, Baytown, Tex.; Wm. W. Sul 
1o S. La Salle St., Chicago 3, Ill. cally the material in each section. that the majority of companies use the livan, Massachusetts Mutual, Cincinnati; 
Associates The first section of the council course three training courses each offered by nk Mg Swarzman, Equitable Life, Des 
gy A aN Franklin 4020 |) will not be available nationally until THe NationaL Unperwerrter Co. and * ° aiarelts 
W. H Gillette, C. P. A. late in 1948 and at that time local and the Insurance Research & Review Serv- Frank L. Taylor, Mutual Benefit, Cleve- 
W. P. Kelly state associations able to meet the coun- ice. The survey comments, “within the eee beret mi rom 
cil’s requirements will be offered an correspondence course group, it is in- Northwestern Mutual, New York; E. Roy 
opportunity to assist in inaugurating a teresting to note that greater reliance is VanLeuven, New York Life, Spokane; 
INDIANA course in their localities. The council being placed on courses written by non- a. i. Venleuven, New ae 
will give a series of courses in section company organizations. The number of }futual, San Jose, Cal.; Roe Walker, 
, . 2 one this fall. These courses will be company courses has decreased in re- Northwestern Mutual, Bloomington, Ill; 
Haight, Davis & Haight, Inc. conducted in New York City and New- cent years and the number of companies Charles T. Waller. American National 
: ark. These cities were chosen as being using other than their own courses has jfutual, Raleigh, N. C.: Charlie R. War- 
Consulting Actuaries gr to headquarters, in — that increased.” ren, Massachusetts Mutual, Oklahoma 
, Mr. Zalinski may give them his per- The survey revealed wide variety in City; James E. Watkins, New York Life 
FRANK J. HAIGHT, President sonal direction while developing sec- training by branch managers and gener- aucun,” Gales: Chandier WV Snae 
Indianapolis — Omaha tion 2 and preparing plans for expand- aj agents. A large proportion of the Continental Assurance, Easton, Pa.; Her 
ing the course to cover the country. ies did 1 hes . bert L. Wickstrand, Mutual Life, Seattle; 
There will be three classes in New pce artsy rs “~ gerd a life vom. Max Ll. Wile, New England Mutual, Nev 
a . tions and 58 out of the 209 life com- York; Richard T. Willis, New England 
MICHIGAN ee veer to 30. L, — panies stated there was no training in Mutual, Manchester, N. Hi s. B. Campi 
tens, eachers insurance, is in Charge branch offices. That some field offices Wood, ravelers, Philadelphia; onar 
of enrollment in New York and C. W. doi di ‘ob i +, RR. Woods, Massachusetts Mutual, St, 
Mercer, general agent Massachusetts alpen gage He | . 10 com, Wouis; Takao Yamauchi, United boy 
= ee ~ sas ing agents was reveale 40 com- Life, Honolulu; C. M. Zaenglein, Equit- 
Oe & Mutual Life, in Newark. The New canine of which 26 rae gh names able Life, Shrevepory, 14). Reuben K 
York City course is being sponsored Ky etland, New Yor ife, Chicago. 
: : ; ; of 54 managers. A _ followu ues- 
Consulting Actuaries, Auditors and by. the hn he AA Life —— tionnaire ei to each of ches ee 
Accountants teeered ee vak CL U prs ly The agers and 15 replied, but there was such John Hancock Mutual 
911 Kales Building, 76 W. Adams stale ig RCT PS: : a variety that to find a pattern among 
Detroit 26, Michi el ag meres _ begin Oct. 27, the data is virtually impossible, accord- Leaders Tell Methods 
as Re. ae rene ees ing to Mr. Kip. The approaches, tools csavecwsinds ides saan 
and training philosophies of the man- (CONTE » Om PA : 
NEW YORK titute S Sh agers were extremely divergent. butter r: in the — of onda od 
Ins itute urvey ows ance. roup 1S e caviar an . 
Brig pagne.’ 
Established in 1865 by David Parkes Fackler Employe Training Needed Many New Million Dollar As an example of cases where otti; 
R ANY R d Tabl Q ate nary led to group and group to ordinary, ‘ 
FACKLE & COMP oun able Qualifiers he recounted the experience of an agetl 
Ficacibae etaael (CONTINUED FROM PAGE 1) who wrote a small group policy and 
onsultin ctuaries ; ; : 
. ing Dr. David McCahan, chairman; Dr. (CONTINUED FROM PAGE 8) few years pong eget hay we apie 
8 West 40th Street New York || S- S.. Huebner, Dr. Harry J. Loman side: “Saie.< Gh Se. Masala Deiilieanin. po on t Se sin ent of the 3 ‘ 
and Dr. G. Wright Hoffman. The In- érn Life,’ Dallas; Robert’ L. Scharff, 24 $200,000 each business insure 
surance Institute was represented by agg ae og Louts; Brherat = — principals. bap ome ge 
ae : P G. Schmitt etna e, New Haven; situation was reverse he agen 
James A McLain, chairman, John H. ‘Arthur Schoen, Massachusetts Mutual, $75,000 ordinary on_ the preside ang F 
Consulting Actuaries Grady, Edward H. Kingsbury, John A. New York; H. Karl Schuetter, North- ©" i I Sneed ih any’ 
Andi ie ae North and Prentiss B. Reed. yentore Mutual, Appleton, Wis.:, Leroy within : short time closed the comp 
iors an ccountants Of companies reporting, 135 or 65% . Schultz, Northwestern utual, Nor- group business. 
» p ie ristown, Pa.;) Leon Schwartz, Security “ f e3 
Wolfe, Corcoran and Linder conduct formal courses for sales person- Mutual, New York; Walter A. Schworm, Both among employers and aia 
ec, nel, offering a total of 312 courses. Sales Mutual’ Benefit, Buffalo; George S. Sev- group insurance is a prestige build, 
116 John Street, New York, N. Y.|| personnel in the survey included agents, Sherms Ohio National, Chicago; albert e said Mr. Wyatt. “It promotes recogn 
supervisors, managers and general pas yg ma. + be & tion by the employer of the agent as 
s S, eepsie, ’N. Y.; Edwin P. Short, Connec- lif d it br 
agents. Of the 312 courses, 29 are for ticut Mutual, New York; James L. Shus- authority on life insurance and 1 ) 
those who supervise and the remaining ire ig Mutual, Grand peggy 1 a tg confidence in the agent on the part? 
Fe . . ann QJ ual, icago; mue ° 
PENNSYLVANIA are for the sales force itself. Sitomer, Union Central, New York; Louis the employe.” 
The survey groups agents’ courses P. Small, United Life & Accident, Wor- 
: “ ” 4 . § ar e ith, North- + 
into “elementary,” courses which train CeSter, Mass.; Clarence E. Smith, Benefit Payments Are 
: ? rn ; t Mutual, Chi ; Harry L. Som- 
FRANK M. SPEAKMAN for passing state examinations and “spe- ar, “Northwestern Mutual, Omaha; wil- $11 Billi in H Year 
cialized,” courses aimed at helping a liam T. Spencer, American National, Law- 2 illion in Half Ye 
CONSULTING ACTUARY relatively new agent become a career be os: ee ee a ee P oda Payments to American policyholdt] }| =—— 
ew York; Fran ‘ ’ a 
. . Associate man. There were 56 companies offer- Mutual, New York; William E. Stanley, and beneficiaries by the life insuratg™ lo 
E. P. Higgins ing an elementary branch office course peneeen em nWilmington, a. c; companies topped $1% billion in # 
THE BOURSE PHILADELPHIA || with 32 offiering an elementary home Lewis T. Stearn, Northwestern Mutual, f+ half of this year, the Institute 
? Minneapolis; Julius A. Stein, independent, 
office course and 83 offering corre- San Antonio; G. Gustav Steiner, Aetna Life Insurance reports. 
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“PRICES” ON 
LIFE INSURANCE 
HAVE NOT 
SKYROCKETED... 


There really is no such thing as 
the “price” of Life Insurance, be- 
cause part of the premium goes 
into the reserve and becomes sav- 
ings,... and, anyway, it is almost 
impossible for anybody to pay more 
in premiums than they or their 
beneficiary will some day receive 
under a policy of Life Insurance, 
so actually most Life Insurance, in 
the long run, costs nothing. 


The premiums on this basic ser- 
vice have steered clear of the spi- 
ralling of prices on other services 
and goods, despite rising costs and 
low interest. Be this ever to the 
credit of the good management in 
Life Insurance. 
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ON YOUR OWN 


A Rare Opportunity 
for Young, Ambitious, 
Established Producers 


If you have a good record as a 
life insurance personal pre- 
ducer . . . plus the ability to 
enlist life insurance talent . . . 
why not consider the advan- 
tages and rewards of building 
an agency of your own? 


Continental Assurance of- 
fers balanced, complete fa- 
cilities second to none... 
can give effective assistance 
to men who want to go 
places, faster. 


The salability of our fine line 
of policies and effectiveness of 
our methods are reflected by 
our 1946 record: a gain of 30% 
in insurance in force. 


One of Our Prominent 
General Agents Says: 
‘I would choose C.A.C. because 


its primary concern is the suc- 

cess of its agents through pro- 

vision of unequalled facilities 
“and unexcelled service.” 


Write C.A.C.... 
ica’s fastest growing Life In- 
surance Institutions . . . for 
details about our attractive 
agency plan. 


One of Amer- 





CONTINEN MEDEA SUIT Y COMPANY 
TRANSPORTATION INSURANCE COMPANY 




















ALL 3 LIFE INSURANCE MARKETING INSTITUTES 


use 


The D.L.B. Agent’s Service 











Here’s what the Directors of these Institutes say: 





Southern Methodist University 


A. R. JAQUA 


Director 


“We have used the D.L.B. Agent’s Service in each of 
the eight Basic classes in Insurance Marketing we have 
conducted—four at Purdue University and four at 
Southern Methodist University. 


“The students use the service for reference pretty much 
throughout their first year. . 


“It is astonishing how much information and how much 
selling procedure there is in those three red volumes.” 
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70 leading Life Insurance companies also use The D.L.B. Agent’s 
Service as a Reference-Work or as an Intermediate Training 
Course, which includes a 40-week loose-leaf Training Manual. 


TRAINING MANUAL SENT FOR EXAMINATION WITHOUT OBLIGATION. 


THE D. L. B. AGENT'S SERVICE 


A NATIONAL UNDERWRITER PUBLICATION 
420 East 4th Street, Cincinnati 2, Ohio 











